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First of all, we ourselves have unbounded confidence 
in NATIONAL BUILDERS’ HARDWARE and honestly 


believe there is no better made. 


Dealers and jobbers have put their confidence into 
the NATIONAL line, not only because they find it sells 
and satishes, but because they themselves use it in 
their own homes. jThey have seen it perform and 
know that NATIONAL stands for high quality and 


unparalleled service. 


Contractors recommend and indorse it and home- 
builders specify it. All have unbounded confidence in 
NATIONAL. 


Our light Narrow Door Butts, three styles of which 
are here illustrated, will go into a great many new 
homes this summer and fall. 


You can get this business if you are prepared, and 
now is the time to order. 











National Mfg. Co. 


Sterling, Ill. 
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“Here Comes the Bride” Into the 


* 


Hardware Store 


What You Have That the June Bride Will Need in the 
New Home—The Right Kind of Newspaper Advertising 


By EVERETT A. LAWRENCE 


of the Carlisle Hardware Co., Springfield, Mass. 








VERY year we use quite a lot 
K of effort in getting our share 

of the June bride business. 
We go after this in various ways. 
Recently we sent one of our sales- 
ladies to the City Clerk’s office for 
the names and addresses of every- 
body that applied for marriage li- 
censes since the first of the year. 
That is one of the most thorough 
ways of getting to the people that 
need lots of merchandise. Of 
course, that isn’t strictly June bride 
business, but newly-weds are al- 
ways in need of lots of merchan- 
dise. After we have classified the 
names we have secured we send a 
number of different catalogues and 
circulars out to these people an- 
nouncing that we will be glad to 
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The first thing that attracts 
a woman’s eye when she 
comes into the store is the 


of their 


all 


take 
times. 
But the most important thing as 
far as the June bride business is 
concerned is window displays with 
the right merchandise, such as peo- 
ple would be apt to give as wedding 
presents. The next most important 
thing is to keep the show-cases in- 
side the store not only neatly but 
beautifully trimmed, so that they 


care wants at 
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table in the center. 
if the aisle display 
is a good one 


cannot help but attract the eye of the 
possible woman buyer. We always 
devote a great deal of attention to 
making our window displays as ar- 
tistic as possible during the time 
that we are pushing lines that are 
seasonable for this time of the year. 
We have four show cases that we 
trim every few days with different 
items that would be both attractive 
and suggestive. 
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A neat arrangement of 


At the same time we always run 
a number of newspaper advertise- 
ments that direct particular atten- 
tion to appropriate articles for the 
June bride. We also mail out hun- 
dreds of circulars with our April 





The windows, of course, are important. 


much toward promoting happiness both in your store 
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percolators and fancy aluminum ware under glass 
with a few articles on top of the case draws the women purchasers quickly 


Hardware Age 
dishes, electric toasters, silver 
trays, percolators, etc. 


Special Service Hints 


Most of the customers that come 
in for presents for brides will, in 
most cases, say that they are look- 
ing for a wedding present. To 
these people our clerks give special 
attention. If, for instance, they 
should want something in alumi- 
num, we go to the trouble of mak- 
ing up a special aluminum set. If 
a woman should only want to pay 
a certain sum, we make it a point 
to select items that would total up 
to approximately the amount that 
she wanted to pay. We do the same 
thing with pyrex and glassware, 
and also follow these suggestions 
right through on carving sets, cas- 
seroles, silverware, as well as on 
all of our electrical appliances. 

Of course some of our customers 
only want to spend a small amount 
of money on wedding gifts, espe- 
cially at the present time. But 
there are others that will spend any 
amount of money within reason, so 
we work out this selling plan from 
small items right up to our electric 
washers. Moreover, we explain that 
if we send out a certain item as a 
wedding present and it is dupli- 
cated, we will be glad to exchange 
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and May invoices of items that are 
appropriate for the occasion. 
Another particularly useful and 
attractive merchandising help is a 
special table on which we group va- 
articles, such as chafing 


1ious (Continued on page 116) 


Filled with wedding gifts and a show card with a timely suggestion on it will do 
and the new home 


























Selling Kitchen Comforts To Women 
Pushing the Lines That Will Reduce the Heat of the 


Long Summer Days—Fireless Cookers—Electrie Fans 


By 
Household Efficiency 


HERE are over 20,000,000 wo- 
men housekeepers or home 
managers in the country who 
do all or most of their own house- 
work and to whom summer brings 
peculiar demands and often un- 
pleasant conditions. These women 
must prepare the family’s meals, 
wash and iron its clothes and stand 
for hours at tasks which, even in 
cool weather, are fatiguing enough, 
but which in summer, with the ther- 
mometer in the nineties, becomes 
debilitating and exhausting. Yet 
cook and clean and iron these wo- 
men must! 

Is there no way out, no methods 
or devices to bring relief? Yes, 
indeed, and the hardware retailer 
is the one man to help lessen house- 
work drudgery in summer by bring- 
ing “comfort into the kitchen,” and 
at the same time speed up his own 
summer sales. 

In the first place, let’s tackle 
cooking and see how to make it sim- 
pler or less prolonged. We find that 
the chief labor of cooking is the 
drawn-out “potwatching” over a 
stove; and also that in using any 
stove, a large per cent of its heat 


Mrs. CHRISTINE FREDERICK, 


Expert, Author, “Household Engineering.” ete. 


is radiated into the room. If 100 
per cent of all the heat generated 
either by coal or gas were actually 
used in the cooking process, there 
would be no complaint; but from 10 
per cent of the heat of any stove is 
given off as “radiated heat” into 
the kitchen, and that is why the 
housekeeper in summer roasts her- 
self at the same time as she cooks 
the roast, and why the kitchen is 
the hottest and most unpleasant 
room in which to stand or work for 
a continued period. 

Yes, but have we forgotten the 
magic box—the ffireless cooker 
which will eliminate all potwatching, 
which cooks without giving off heat, 
and which cooks while the house- 
keeper is away shopping or doing 
other work? I had given me the 
statement that “only one family in 
every 200 uses a fireless” by an au- 
thority; yet for the past ten years 
no other kitchen device has received 
such pages of publicity, and such 
heaps of articles in the best maga- 
zines, written about its wonders 
and what it would do to save labor 
in the kitchen. If only one woman 
in every 200 does use a fireless, who 
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is to blame other than the retailer 
who has apparently failed to push 
this most efficient equipment? 

True, some department 
have sporadic demonstrations, but I 
do not recall having seen any hard- 
ware rétailer who featured the fire- 
less, especially along the comfort 
lines which I am discussing. Now 
a fireless cooker has these points: 


stores 


1—It saves fuel by cutting down at 
least 1/3 of the total cooking 
time. 
It saves “potwatching,” thus les 
sening the time that the woman 
must stand in a heated room. 
3—It prevents the room from be- 
coming overheated, because no 
steam or waste heat can escape 
from its airtight lid. 
4—It saves money by 
foods sticking to the pan, with 


tho 


preventing 


loss by excessive drying out, 

browning, evaporation, etc. 
Solving the Servant Problem 

Every one of these points will 


supply talking points for its sale; 
facing as we do the unprecedented 
servant shortage, more and more 
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women are cooking, and yet a larger 
percentage of these women are 
those who have never been accus- 
tomed to doing heavy work, or en- 
during much physical hardship and 
discomfort. Many of them, indeed, 
are quite willing te do their own 
work, if it can be done with respect 
and a fair degree of convenience 
and pleasure. That is exactly why 
more women of this class should 
buy fireless cookers, and would buy 
them, if the retailer pushed and 
featured their sale. As at present, 
most of the fireless sales is mail- 
order selling; yet why should the 
woman in New York send to Wis- 
eonsin or Indiana, and be subjected 
to freight and other unpleasant de- 
lays, when she could step right into 
her own hardware dealer and look 
at the kind she wishes, the size, the 
construction, and then conveniently 
ask it to be delivered tomorrow, 
since she badly needs it? 

If I were a hardware dealer, I 
would certainly make a midsummer 
display featuring the fireless cook- 
ers. I would arrange the window 


with an oil or other summer type 
of stove in the background, a por- 


the summer days in housework. 





Here is a model kitchen which is also a cool one for the woman who has to spend 
Little conveniences like fireless cookers, gas and 





oil ranges can make a great difference 


celain-topped table nearby, and to 
the foregound an opened fireless 
cooker. In the cooker utensils would 
be placed real string beans, or other 
vegetable, and actual cooked dishes 
such as rice pudding, a casserole of 
baked beans, a boiled ham, and 
other foods. I would also show 
glass preserving jars arranged in 
another utensil of the fireless, to 
bring out the idea that the woman 
can use the fireless for canning. 
Placards might read: 


“DON’T ROAST YOURSELF 
WHEN YOU COOK THE 
ROAST— 

A FIRELESS COOKER 


It keeps both you 
and the kitchen cool.’ 


USE 


“Save heat, save fuel, save food— 
But also save yourself— 
Cook in a Cooi Kitchen— 
The Fireless Will Prepare Dinner 
While You Take an Afternoon Off.” 
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If it were possible to arrange fig- 
ures, one idea would be to show a 
fireless cooker, supposedly full of 
the dinner, with the most attrac- 
tively dressed and smiling young 
housewife pointing to it with one 
hand, while she is preparing to leave 
on a shopping trip for the after- 


noon. In every case emphasize the 
points that the fireless cooks by it- 
self, that it does not heat the kitch- 
en, and that it cooks in such a 
manner as to avoid needing the 
housewife’s presence constantly in 
the kitchen. 


The Fireless Will Sell Kitchenware 


It is a mistake to suppose that 
only the aluminum utensils which 
come with the fireless can be used 
with it. On the contrary, any glass, 
earthenware or agate utensil may be 
used to equal advantage. For ex- 
ample, a glass casserole of baked 
beans, arranged under the racks, 
shows how well any other pan 
may be used. When I wish my 
stewed fruit to be particularly ex- 
cellent, I use a white deep sauce- 
pot of colonial shape, having a bail 
handle, start my fruit in the regu- 
lar way, then place this enamel pot 
into the fireless well; or I have made 
cup custard in glass, and placed 
in water in the usual one-quart 
utensils, etc. It is a good plan to 
show just how other utensils of 
all kinds will work in the cooker. 
A triplicate pail, for instance, or a 
workman’s lunch bucket, and other 
combination steamers and pots of 
the inset type, all yield easily to 
fireless treatment. Place a small 
teakettle in one opening, to show 
that before leaving home the wo- 
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man may heat her water for tea, or 
dishes, placed in fireless and thus 
find it piping hot on her return. 
Equally interesting is to show a 
small freezer of cream, freezer and 
all “packed” into the large com- 
partment to keep cold—for the fire- 
less works both ways. 


Here Is a Selling Point 


Quite by accident I happened on 
one use of the fireless which we 
have widely developed. That was 
when I moved from a city to a 
country home: I filled our 3-hole 
cooker with a complete meal and 
loaded it onto the moving van so 
that when we arrived late and in 
confusion, we would have a warm 
and appetizing meal. No matter 
that the moving man thought it a 
“small trunk”—it gave me the idea! 

And now there is rarely a Sun- 
day or week-end in summer when 
we don’t fill up the fireless, load it 
onto the back of the car where the 
trunk-rest is, and start for any 
shore, woods, or trip we wish. Any 
two-hole fireless will suffice for a 
meal for eight with several courses, 
if properly arranged, and is a per- 
fect blessing to the tired house- 
wife, who, without it, would not be 
able to have even Sunday free. I 
believe that a good advertisement 
could be prepared on this point, to 
be used in local newspapers, sup- 
plemented with a demonstration of 
a small fireless packed for such a 
picnic lunch and placards or dis- 
play cards suggesting what I have 
told. ‘ 

I am sure maffy families would be 
induced to buy’ a small size of the 
cooker, solely for summer and pic- 
nic use—don’t forget that with 
proper packing, that hot foods can 
be placed in one compartment and 
ice-cream or cold salad in another, 
and each arrive hot and cold at their 
destination! 


Steam and Pressure Cookers 


Whatever I have said about the 
fireless holds equally true of all 
steam and pressure cookers. They 
prevent waste heat in the room, and 
hence keep the kitchen cool. By 
cooking several foods at one time, 
or over one burner, they naturally 
use less fuel than do several burn- 
ers going for a longer period. Wo- 
men learned to know of the pressure 
cooker through its use in canning; 
but there is everything to be said 
in favor of using it every day. A 
ham requires about four hours’ boil- 
ing on any stove; but put it in a 
pressure cooker dnd about 40 min- 
utes will reduce it to a spongy soft- 
Old beets which require 


ness. 


more than an hour will become 
tender in about 15 minutes in a 
pressure cooker, and it will can 
in from 6 to 10 minutes foods which 
otherwise would require several 
hours. And yet, when.I ask about 
a pressure cooker in a store, or rec- 
ommend them to any women, they 
can hardly secure them because 
they are not to be seen at retailers 
and because it requires a month or 
more of waiting to secure a ship- 
ment from a distant mail-order 
house. Now there are several makes 
on the market which I am sure 
would be glad to secure wider dealer 
distribution, and I know of no other 
device for summer which would be 
as sales-stimulating to the retailer. 
Women would flock like birds to 
see a ham cooked in a half hour or 
to watch a can of tomatoes steri- 
lized in ten minutes! And, of 
course, once in the store they would 
buy other goods, as they always do. 

I have several lectures devoted 
entirely to efficiency in the kitchen, 
and one of the chief points which | 
always make is the need of a venti- 
















Phe kitchen cab- 
inet is another 
aid which every 
good kitchen 
should have. It 
combines clean- 
liness with con- 
venience and 
saves steps 
which are heavy 
in this_ hot 

weather 
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lator or fan in the kitchen to remove 
odors. The moment I finish my talk 
the women ask me, point blank, 
where they can secure them, or see 
them, and there is how I get into dif- 
ficulty! Because, where can they see 
such ventilators? Not at the retail- 
ers, I regret to say, and yet, why 
not? If I were equipping a large 
expensive kitchen, my firm could 
have just the right fittings put in, 
but when it comes to supplies for 
the small and inexpensive kitchen, 
I have the greatest difficulty in se- 
curing or finding them. 


Electric Fans for the Kitchen 

I can imagine great interest 
aroused if any retailer in a kitchen 
window showed a hood or ventilator 
or electric fan operating in his dis- 
play. Perhaps I was the first wo- 
man to suggest that every kitchen 
should have an electric fan in it 
for the summer months, just as the 
man has a fan in his office, so the 
woman should have her workshop 

the kitchen—cool. Yet I do not 


(Continued on page 106) 


Window Displays 


Practical Arrange 


dise Bring In 


The way in which the window js 
dressed regulates to a certain degree 
the number of people who will visit 
your store during the day. The num- 
ber of people that come through the 
doors indicates the number of custom- 
ers you should have. The customers de- 
termine your profits and your profits 
mean your prosperity. On these two 
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That Sell Goods 


ments of Merchan- 


creased Business 


pages are eight excellent examples of 
windows that are dressed to get busi- 
ness. The fishing window, for in- 
stance, on the right was the second 
prize for artistic windows in Seattle, 
Wash., recently in competition with 
big department stores. It was in the 
Ernst Hardware Co. store on Pike 
Street. 
































This window, which was prepared by Ray H. Poore, Peoples Hardware Co., Gary, Ind., is the kind that compels attention. 


It is windows like these that sell goods 


Making the Window Look Natural 


How the Peoples Hardware Co., Gary, Ind., Dressed 
the Spring Gardening Window With Telling Effect 


NE of the best spring garden 

windows of the year is that 
which was recently displayed by the 
Peoples Hardware Co., Gary, Ind. 
Ray H. Poore, the man who was re- 
sponsible for the display, explains 
that the entire window was made in 
a short time and that nearly every- 
thing used was taken from the stock 
in the store. 

The wall in the background was 
made of beaver board painted as 
a brick garden wall with a stone 
flagging on top. The floor of the 
window was completely covered with 
building paper, and on top of this a 
natural appearance was made by 
placing oatmeal green wall paper to 
represent grass in one part and in 
the other dirt which gave the ap- 
pearance of a garden. The path be- 
tween these two was of sawdust. 

It will be noticed by the illustra- 
tion that a cut-out from a manufac- 
turer was used and a life-like touch 
given to the entire window. The 
woman kneeling in the fresh dirt 
with uplifted trowel adds to the win- 
dow to an enormous extent and 
gives it just the touch of naturals 
ness that is needed. 

Mr. Poore points out that nearly 
everything needed for the garden 





and all well known makes are scat- 
tered somewhere in the window. On 
one wall is to be found the watering 
pots, arrayed according to size, and 
on the other wall insecticide in 
handy cans were placed. 

Strips of beaver board nailed on 
to real board form the gate, which 
was also on hinges, so that it opened 
quite like a real garden gate. The 
wheelbarrow standing,just inside of 
the gate and containing the tools is 
another touch which made the win- 
dow exceptionally good. In _ fact 
nothing was left out even to the 
archway over the gate, which gives 
an arbor effect, and the artificial 
flowers add to the general attrac- 
tiveness. 

Great care and study was given to 
this window and Mr. Poore admits 
that he spent some time in the plan- 
ning. However, the result obtained 
was well worth the attention given 
and should be an excellent example 
for other merchants who can have 
as attractive windows if they will 
spend the time that Mr. Poore did to 
this one. 

Details were taken care of, and 
it was the details that brought out 
the values of the window which 
otherwise might have readily been 
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overlooked. Little ideas such as the 
rows of grass seed for the path bor- 
dering, the garden hose stretched 
out as it would usually be found, the 
hinges to the gate and the trellises 
upon which were found rose and ap- 
ple blossoms, were the things needed 
to bring forward the big idea that 
every resident of Gary could have 
as an attractive garden as the one 
displayed. 

Another important point to be 
gained from this window is the fact 
that everything that is needed for a 
garden is shown in the window and 
still the effect of being crowded is 
not there. There seems to be plenty 
of room, but close inspection will 
show that there is a great deal con- 
tained in this one display. This is 
really reaching the acme of window 
dressing, as is the one thing to be 
striven for in all displays. Too 
often hardware dealers try to show 
so much in the window that nothing 
is seen because of the confusion 
which is caused by “overdressing.” 
A woman is much more attractive 
in a plain well tailored gown than in 
several varieties of frills and laces 
and overbedecked with jewelry. 


The Caraval Tool & Machine Works 
has established a machine shop and 
factory in Brooklyn, to manufacture a 
general line of tools. 

The executive office of the new com 
pany is located at 309 Broadway, New 
York. The principal product will be 
a new revolving leather belt punch. 











Selling Buttermilk in a Hardware Store 


American Hardware Stores. Bridgeport Conn.. Has Novel 
Idea for Trade Winner — Service Plus. With Every Sale 


VER hear of a hardware store 
selling buttermilk along with 
its regular line of toys, motor 

accessories, paints, sporting goods, 
farming implements, shelf hardware 
and cutlery? It is being done and 
by no less a store than The Amer- 
ican Hardware Stores, Inc., one of 
the largest of New England, located 
at Bridgeport, Conn. 

And they sell a lot of it too. 

In fact they have a whole hogshead 
of it always ready and the spigot is 
kept rather busy, especially on the 
days when the farmers drive to town. 

However, the buttermilk that this 
progressive concern sells is not the 
ordinary beverage kind but a special 
prepared buttermilk intended for 
chickens and pigs. It is a semi- 
liquid substance. Selling it to far- 
mers is one of the little thoughtful 
ideas that this company has inaugu- 
rated as a trade winner. And from 
all reports it has been a big success. 

The hogshead of buttermilk is 
placed on the third floor of the 
American Hardware stores building 
right beside the heavy farm imple- 


ments, the seeds and the farm hard- 
ware. There is but little profit in 
handling this product, but as a mat- 
ter of accommodation it has brought 
many a customer into the store and 
been the cause of making friends 
among the agricultural class of 
patrons in that locality. 

Bridgeport is essentially a manu- 
facturing town. Mills of every de- 
scription are to be found there and 
all of them using heavy hardware. 
The American carries a wonderful 
line of mill supplies, devotes one en 
tire section of the ground floor to 
nothing else. But the management 
has been wise enough to so arrange 
the store that any person seeking 
any kind of hardware can be satis- 
fied. The floor space has been sub- 
divided according to the importance 
of the goods to be displayed and the 
normal demand for various articles 
in that part of the country. 

To bégin with the store has three 
entrances and an entire street cor- 
ner of window display space which is 
utilized both on the first and second 
floors. Farm implements and wash- 


ing machines are usually displayed 
from the second story windows, al- 
though often these are brought down 
to the more prominent first floor 
windows for special showing. 
Cutlery, safety razors and shaving 
supplies, alarm clocks, flashlights and 
novelties are to be found upon first 
entering the main floor. To the right 
of these will be found the motor ac- 
cessory department and the sporting 
goods department side by side, or 
rather across the aisle from each 
other. Each has a display window 
of its own, which is an excellent idea 
in that the window display will 
bring the people into the store and 
right to the department with the 
least possible trouble. Shelf hard- 
ware, cordage, garden seeds and 
garden tools are also found on the 
first floor well toward the front at 
this time of the year. In the rear 


of the first floor is the mill supplies 
department, and this takes up almost 
as much space as the other ground 
floor “attractions” together. 
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Interior of the American Hardware Stores, Inc., Bridgeport, Conn. 
and shows the main entrance, the cutlery department, part of the shelf hardware department. 


This picture was taken from the mezzanine 


The canoe in the 


front attached to the railing is just in front of the second story windows which contain displays of heavy hardware. 
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vator, is the office, the electrical 
goods and housefurnishings hard- 


ware, and over to one side will be 
found the toy department, which is 
an all year around affair and grow- 
ing in size every day. Tricycles are 
one of the big sellers in this depart- 
ment, but the company even handles 
dolls the entire year around. All 
kinds of scooters and go-devils are 
on exhibition, and there is enough 
floor space left in the center so that 
many of these toys canbe tried out 
by the youngsters. The toy depart- 
ment is new in this store, or rather 
of only a few years’ standing, but 
it has grown to such proportions 
that it bids fair to be one of the 
leading departments within a short 
time, 

Notable on the third floor is the 
heavy farm machinery. Tractors 
are sold by this store and all kinds 
of cultivators, seeders, drags, plows, 
threshers, harrows and—buttermilk. 
Incubators and chicken feed are 
among the lines represented in this 
department. 

Tin ware and enamel ware also 
are on the third floor. The elevator 
takes you right to the enamel ware 
department and also the paint de- 
partment. Interior flats and deco- 
rative paints are sold to a great de- 
gree, while the American claims its 
share of house paints as well. 

By next year the company will 
have additional space. It, has pur- 
chased the store next door and is 
making preparation to move in and 
expand the establishment as soon as 
possible. 

Service plus quality are the things 
that have brought success to this 
store. It has specialized, studied the 
Bridgeport public, catered to them 
and has not been afraid to take a 
chance on a good live proposition. 
The stere has competition, and keen 
competition too, in Bridgeport, which 
has several éxceptionally good hard- 
ware stores, but the American has 
forged ahead, always working on a 
friendly competition basis, never cut- 
ting prices but striving to give bet- 
ter service and never indulging in 
petty business methods. It has 
placed business on a scientific plane 
and has mixed psychology, courtesy, 
interest and prompt action together 
And as for progressive methods— 
well, they sell buttermilk in the farm 
implement department. 





Vhe 
Archer 


of box 


Acme Steel Goods Co., 2840 
Avenue, Chicago, manufacturer 
strapping, metal fasteners, etc., 
has broken ground for the erection of 
a one-story addition to its plant at 


Riverdale, 150 x 600 ft., to cost about 
$200,000 


Give Prominent 
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Place To Seeds 


F. T. Blish Hardware Co., South Manchester, Conn., Has 


Front of Store Devoted 


OW can a hardware store in a. 

town of 10,000 people sell four 
to five carloads of seed potatoes 
each year? 

That is what the F. T. Blish 
Hardware Co., South Manchester, 
Conn., does, and what it has been 
doing for several years. This com- 
pany does an exceptionally large 
seed business partly because it is 
situated where it can supply a 
large part of the trade that grows 
the produte for the Hartford mar- 
ket, and also because it is ably 
managed by two of the most pro- 
gressive hardware merchants in 
New England, E. G. Seaman and 
N. B. Richards. 

South Manchester is eight miles 
out of Hartford and picturesquely 
located in the gentle valley of the 
Connecticut River. The F. T. Blish 
Hardware Co. is in the heart of 
the town, and farmers and truck 
gardeners from all parts of the Con- 
necticut Valley buy their seeds, 
tools and hardware there because 
they can get what they want when 
they want it. 

The day we visited South Man- 
chester we had spring fever. But 
when we saw the amount of seed 
carried at the Blish store, and had 
talked with E. G. Seaman for sev- 
eral minutes the spring fever 
changed to admiration and enthus- 
iasm., 

Seaman holds the opinion that 
the most important factor in con- 
ducting a profitable seed business 
is, first of all, care and attention 
in buying. Close buying is neces- 
sary for seed as it is essentially a 
seasonable line. It has to be dis- 
posed of usually within the pre- 
scribed limits of three to four 
months. Seaman says that he has 
found from experience that it is 
usually best to buy about 90 per 
cent of the amount of the previous 
year’s sales. 

He keeps a record chart of all 
purchases, sales and left overs so 
that he has an accurate record of 
every item of stock that he buys, 
the date it was bought, the date it 
was sold, the name and address of 
the purchaser, and the amount of 
the original stock left over at the 
end of the year. This method he 
claims eliminates in large part the 
disagreeable necessity of taking 
stock on many items 

In the manner of displaying seed 


to Seeds — Issues Catalog 

to advantage experience has been 
his teacher, Seaman says. A few 
years ago he used to keep all seed 
in wooden bins in the rear of the 
store. One year, because he didn’t 
have the space he was forced to put 
some of his seed in galvanized 
pails, and the only place he had to 
put the pails was in front of his 
counter. That was all that was 
necessary. His seed sales that year 
were greater than any other previ- 
ous year. 

As a practical illustration of this, 
while we were at South Manchester 
a farmer came into the Blish store 
to get some paint. As he entered 
the store he stopped to look at the 
window display of seed. On the 
floor of the window was an oblong, 
running nearly the width of the 
window of white beans. On top of 
these white beans were red kidney 
beans spelling out in thick lettering 
the word seeds. In back of this 
pattern and on both sides of it were 
garden tools, sprinklers, and spray- 
ers while in front were colorful as- 
sortments of package seed. The 
sun streamed in and flooded the 
window with light and showed it off 
to unusual advantage. The farmer 
was apparently impressed with this 
display because he looked at it long 
and critically. 

Entering the store the first thing 
that met his eye was a row of gal- 
vanized pails full of various kinds 
of seed, and directly in the center 
of the floor a double row of small 
galvanized barrels, shining and 
new and full of seeds with a small 
card in each designating the kind. 
Seeds were literally planted in his 
mind. 

He ordered his paint and while 
the clerk was filling his order he 
looked around at the most promi- 
nent thing in the store—seeds. 
When the clerk brought out the 
paint the farmer said: 

“Guess I’d better try a half peck 
of this here sweet corn.” That was 
the beginning. Before he was 
through he had bought nearly five 
dollars’ worth of seed for his truck 
garden. 

Seaman says that has been hap- 
pening ever since he put seed out 
in the open in the store. People see 
and want. If they don’t see thes 
don’t want, is the way he puts it. 

Seaman and his partner buy all 

(Continued on page 116) 
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Changing the Windows Twice a Week 


How Graff Brothers, Inc., Pittsburgh, Get Customers 
Into the Store by Displays That Compel Attention 


NOMEBODY once said that “to 

talk about success is relaxation 
and a refreshment to the mind.” 
We repeated it recently to W. May- 
berry, manager of Graff Brothers, 
Inc., Pittsburgh, Pa., when we asked 
him to tell us about the whys and 
wherefores of developing a healthy 
business in garden tools and base- 
ball goods. 

He shot right back and blazed at 
us with both barrels. 

“Relaxation ! Oh, Boy! This 
house doesn’t know what that word 
means.” 

We began to feel discouraged, 
but then we looked at the window 
displays again. Graff Brothers, 
Inc., is famous for up-to-the-minute 
window displays. <A glance at the 
two accompanying photos makes it 
somewhat easier to understand why 
the word “relaxation” is taboo at 
the Graff Brothers’ store. The win- 
dows were trimmed by different ar- 
tists. The sporting goods window 
was trimmed by Mr. Gehring and 
the garden tool and seed display 
was arranged by Edward Scott. 
Both of these men are keen on win- 
dow display, and there is rivalry 
existing between them at all times. 
They change their window displays 
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up his displays with real service 
and quality his business 
would double inside of a 
year.” 

So, although Mayberry 
believe in relaxation, 


goods 
itself 


doesn’t 
he neverthe- 

















Edward Scott of Graff Brothers arranged this exceptional window. 


He is 


in friendly competition with Mr. Gehring, who also trims windows for the 
company 


twice a week, and they both ear- 
nestly believe that “if every mer- 
chant would do the same, and back 

















Mr. Gehring’s sporting goods window. 


Both Scott and Gehring change 


their windows twice a week and vie with each other to see which will have 


the most attractive display 





less “always tries to find time to do 
a good turn or two.” 

“I wish to state,” he said, “that 
I believe mainly in handling noth- 
ing but the best. We find that it 
pays every time. You will note that 
our slogan is ‘quality and better 
service,” and we are at all times 
trying to live up to this motto. I 
am a great believer in displaying 


goods that are in season, such as 
baseball goods and garden tools, 
etc., as I have always contended 


and still maintain that these goods 
well displayed nearly half 
sold. 

“At present we have a window dis 
play of nothing but seeds and gar- 
den tools, and I am sure that it 
makes a pedestrian’s thoughts trav- 
el to the back yard and the H. C. of 
L. In our other window we have a 
full line of baseball and sporting 
goods displayed, and we are always 
glad to welcome the young Cobbs 
and the coming Walter Johnsons, 
we have found that they 
quite a handle in bringing business 
to us. We are in a position to ¢a- 
ter in baseball goods from the Sand 
Lotter to the Big Leaguer. We en- 


are 


as are 


joy a large business along this line 
because 
these 


of the 


windows 


back of 


‘Service,’ 


fact that 
we have 





84 


which I think is one of the most es- 
sential assets in gathering business 
to-day. 

“I am also a firm believer in good 
salesmen. Of course, there are a 
lot of merchants to-day who say 
that they come high, but we find 
without a doubt that it pays. 

“We try at all times to get all 
the advertising matter pertaining 
to the above goods that we can pos- 
sibly get from the manufacturers, 
as we find that these advertising 
aids furnished by the _ fac- 
tories carry their messages with 


more forcefulness than would be 
the case if we were to rely unaided 
upon our own ability. We are al- 
ways glad to receive all these helps 
we can and I believe the dealer who 
neglects to expand his trade along 
these lines, using such helps, is 
lacking in business ability. We 
find by using these circular cards 
and posters, that we are oftentimes 
able to interest prospects in the 
various lines that we handle. 

“Display and service,” Mayberry 
concluded, “are the two most vital 
phases of merchandising.” 


Using Booths for Displaying Stock 


How Bush Hardware Co., Evansville, Ind., Has Made 


Goods Attractive for Its 


Tat it pays well to display goods 

attractively, is the opinionf of E. 
M. Bush of the E. M. Bush Hard- 
ware Co., Evansville, Ind. And Mr. 
Bush cashes in his opinions, as any- 
one visiting his store will see for 
themselves, for on the main floor 
you will see displayed—and priced, 
too—every article carried in his big 
stock. 

The company is now putting over 
a new idea in display work and S. G. 
3artel, the young vice-president of 
the company, who is responsible for 
it, says it is going to be a regular 
business getter. The second floor of 
the big store, formerly used as a 
stockroom, is now being remodeled, 
and display booths built down the 
center, four on each side. These 
booths are fashioned after those you 
see at expositions and will be fur- 
nished simply and in good taste. The 
idea back of the move is to make a 
bigger appeal to the women, who, 
according to Mr. Bush, buy about 60 
per cent of the goods sold in his 
store at the present time. In the 
booths will be displayed all the things 
dear to the hearts of women, such as 
lighting fixtures, fireless cookers, 
washing machines, _ refrigerators, 
toys for the kiddies, and everything 
else that goes to make the home at- 
tractive, and to lighten household 
burdens. As Mr. Bartel sees it, sell- 
ing is made much easier when your 
woman prospect sees the goods well 
displayed, and she is comfortably 
seated in attractive surroundings. 
And the writer has no doubt, after 
noting the enthusiasm of Messrs. 
Bush and Bartel, that they are going 
to put this over big. In addition to 


the display booths on this floor, the 
company is now remodelling the win- 
dows 


for display purposes. They 





Host of Women Buyers 


will also, in additicn to the booths, 
have display racks on which other 
lines of hardware, particularly those 
in which women may be interested, 
will be shown. 

It must not be supposed that the 
second floor is the only attractive 
part of this store. To the average 
customer it is a treat to walk.into a 
store such as the Bush Co. Every- 
thing logically to be found in a hard- 
ware store is there in front of you, 
and the price clearly shown. The 
only showcases used in the store are 
those in which cutlery and percola- 
tors are displayed, and customers 
are allowed to examine each article. 
Mr. Bush said that he finds this a 
very effective method of adding to 
sales, as customers, coming in to the 
store after a certain article, very 
often see something else which they 
are in need of, and take it along 
with them. 

In sampling goods they have got- 
ten away from the conventional 
green and black backgrounds for the 
boards. All the sampling boards 
are painted white, and with a patent 
hinge gotten up by Mr. Bush, both 
sides of the boards are used. Ar- 
ticles displayed on the boards are 
never placed on shelves behind the 
boards, but are placed on the next 
row of shelves, so that the cus- 
tomer’s attention is never taken from 
the board while the salesman gets 
the goods down to show him. 

In the rear part of the store, the 
booth idea is again worked out most 
successfully, giving double the shelv- 
ing space, and trebling that available 
for display purposes. These booths 
are built against the wall, and ex- 
tend out about six feet, the booth 
itself being about four feet wide. 
Goods displayed on the sample 
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boards of one wall, are shelved di- 
rectly opposite, thus making it pos- 
sible for a salesman to reach the 
goods without the necessity of hav- 
ing to ask the customer if he will 
please move to one side, to set the 
goods before him. 


How They Display Screen Wire 


One of the things Mr. Bush takes 
great pride in, is his display method 
for screen wire. About four years 
ago, Mr. Bush after making a sale 
of screen wire, and being very busy 
at the time, decided to leave the roll 
just where it happened to be instead 
of putting it back on the shelf. 
Later, on coming into this depart- 
ment and finding the wire where he 
had left it, he began to figure out 
how he could handle this wire more 
efficiently. The result was that be- 
fore he had closed his store for the 
day, an idea begun to take form 
and the next morning he had all the 
details worked out. The result is a 
display rack built somewhat along 
the lines of a windlass. 

The drum is revolved by means 
of a crank and gear pinion meshing 
with a large gear wheel. Attached 
to the drum are twelve trays hung 
on rods, which also revolve. The 
rolls of wire are placed in these 
trays and are clamped in to prevent 
the possibility of their falling out. 
The width of the wire in each tray 
is indicated on the outside of the 
flanges of the drum and a stand is 
placed at one side of the machine, 
upon which is mounted a measuring 
device, so that by bringing the tray 
into the proper position by the turn- 
ing of the crank, and the setting of 
the indicator, the required length is 
obtained. When the wire is cut, it is 
rolled on a spool and ready for wrap- 
ping. Mr. Bush had the machine 
built in Evansville, and the original 
cost was something like $100, but 
he figures that the saving in time 
alone, to say nothing of the amount 
of space saved, has already reim- 
bursed him many times and that his 
investment is a good one. 

He is an optimist, a great believer 
in advertising, and reads the hard- 
ware journals religiously. He states 
that he has picked up many valuable 
ideas from his perusal of these jour- 
nals. While he recognizes the fact 
that conditions in this country are 
somewhat abnormal at present, he 
has great faith in the ability of the 
average American to solve any prob- 
lem put up to him. His aim has al- 
ways been to give the public what 
they want, and it is an old saying in 
Evansville that if “Bush hasn’t got 
it, it’s not in town.” 
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E have always sold cutlery but 
like most hardware stores 
merely as a matter of accom- 


modation. Some seven years ago we 
decided that we could increase our 
profits if the cutlery department was 
livened-up, so to speak, by re-arranging 
the stock, adding price tags to articles 
on display and improving in various 
ways the general appearance of our 
cutlery stock. We began to advertise 
cutlery as often as possible and to give 
cutlery more prominence in our window 
displays. Our cutlery department 
gradually grew to such an extent that 
we finally were able to devote exclusive 
window displays to cutlery and shav- 
ing supplies alone. 

In this respect a good deal of atten 
tion was given to instructing our sales 
force so that they would all have a fair 
working knowledge of cutlery in order 
that they could give customers satis- 
faction, and also so that they could tell 
with a fair degree of accuracy if an 


Pushing Shaving Needs and Razors 


By PHILIP LEAvy, 
Walbridge & Co., 


Suffalo, N. Y. 


article offered for sale was all that it 
was represented to be. 

We have invariably made it a rule 
to sell our customers exactly what they 
asked for except when in our opinion 
another article would suit them better 
and be more to their advantage. But 
we always make this point clear. It 
is always a matter of great importance 
to have every member of the salesforce 
courteous and attentive at all times 
even, as often happens near the close 
of the day’s business, when a customer 
will take more time than is necessary 
and vex the patience of a clerk to the 
breaking point. 

Quality in cutlery is the thing that 
pays in the long run. There are some 
articles that require more display at- 


tention than others and we select the 
ones that we think should be given 
seasonable attention for special dis- 
plays. 


We have found that it is a matter of 


the gravest importance to instruct a 
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clerk not to say too much or to talk 
himself out of a sale. Demonstration 
often pays and gets better results than 
the best sales talk. In this connection 
we have a factory representative here 
as often as possible for démonstration 
purposes and during the time that he is 
here co-operate as much as _ possible 
with window displays and newspaper 
advertising. During practical demon- 
strations we have found that our sales 
have increased invariably 200 per cent 
over normal times. 
Pays to Mark Prices 

We have always found that it pays 
to price mark most of our goods on 
display. All advertised articles are 
sold at the advertised price for we have 
learned that price cutting does not sell 
an article. It usually tends to make 
people suspicious. Furthermore it is 
absolutely unnecessary when you give 
service, value and satisfaction. That 
the customer is always right, we have 
found to be a good rule to follow be- 
cause it pays and gratifies the cus- 
tomer. 

A cutlery department can be made 
an asset in any store providing the 
man in charge knows his business, is a 
live wire, and that cutlerv 
is essentially a stock that must be dis- 


recognizes 























Window display made by Philip Leavy, Walbridge & Co., Buffalo 
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played and pushed for all that it is 
worth. 

The window displays accompanying 
this article were on exhibit recently 
during what we called “Better Shaving 
Week.” The idea was to convey vari- 
ous lines and types of razors and new 
ideas in shaving. At the same time we 
were able to display our entire line of 
cutlery. 

The wheels on which a considerable 
portion of the goods was mounted were 


covered with white and gray crepe 
paper, fastened with wire through 


staples. We ran the articles together 
that were of the same class. A double 
purpose actuated us in the making of 
this display. First, of course, we .had 
in mind the production of immediate 
sales. Besides, we wished to suggest 
many of the articles on exhibit as gifts 
for future business. It is surprising 
how long the memory of such a display 
will remain clear in the minds of cus- 
tomers. We counted on that fact in 
arrang’ng this particular exhibit. Sub- 
sequent sales which we were able to 
trace to the display in question amply 
justified our second motive in the ar- 
rangement of the goods. 

We took special pains to have our 
windows well lighted, and to dispose 
the articles in such a manner as to 
produce an impression of harmony. 
There was no time during the day when 
crowds were not attracted by th‘s dis- 
play. We featured Twinplex stroppers 
and various safety razors as well as 
the best grade of strops and regular 
razors. 

During the time that this window 
disolay was on exhibit we made con- 
stant reference to it in our newspaper 


advertisements. We find that the com- 
binaticn of printed publicity, window 
display, and strong, intelligent, enthu- 
siastic salcsmanchip is irresistible. 
Strong for Shaving Supplies 

This window display we_ believe 
is significant not only as a good piece 
of workmanship, but as indicative of a 
legitimate expansion of the hardware 
business. Formerly the hardware 
stores sold razors and in some instances 
razor strops, but considered it out of 
their line to sell shaving soaps and 
other shaving accessories which were 
more or less tacitly conceded to belong 
to the drug store trade. 

In reality, the accessories come legiti- 
mately within the scope of the retail 
hardware business. It is a hopeful 
sign of progress that hardware mer- 
chants no longer hesitate to carry in 
stock and to push the sales of many 
articles which were formerly looked 
upon as having no rightful place in 
their stores. With the development of 
the idea of service, hardware retailers 
have learned that nothing is foreign to 
their business which enables them to 
supply the demands of their customers 
and to serve the community in which 
they live. 

[Eprror’s Note.—The following arti- 
cle and illustrations won the prize of- 
fered by HARDWARE AGE, Feb. 5 last, 
for the best sales story on shaving 
supplies, and for the best photos sub- 
mitted showing shaving supplies dis- 
played in a hardware window. The 
contest closed May 1. Philip Leavy of 
Walbridge & Co., Buffalo, N. Y., is the 
winner. The combined prize for both 
the story and the photos was $25.] 





Extending Your Store’s Selling Radius 


By C. RICHARD WATSON 


General Manager, J. B. Shannon Hardware Co, 


Does advertising for parcel post 
business pay the hardware dealer? 
That is just what J. B. Shannon 
Hardware Co., Philadelphia, started 
to find out about 10 years ago, when 
we inaugurated a series of “‘Weekly 
Bargain” advertisements. We select- 
ed two Sunday papers that had a 
large circulation over a widespread 
area _ surrounding Philadelphia. 
papers devoted an entire page of 
their issue to parcel post advertising. 

We were somewhat discouraged at 
the outset. Results were not very 
gratifying, but by persistent adver- 
tising each Sunday, with some new 
ard useful article or articles of mer- 
chandise featured, the buying public 
hegan to realize that Shannon’s was 
the store to get real bargains of 
cauality. These catchy ads gave 
publicity and drew customers to our 
store to see the hardware man who 
was doing things and who was 


Philadelphia 


cenducting a store in,accord with 
new ideas of merchandising and in 
accord with modern and up-to-date 
principles. We are continuing the 
advertising and it continues to pay. 

If you show a splendid window 
display on Mondays and then keep 
your shades drawn all the other days 
of the week how much business will 
result? That seems like a foolish 
question, but it is precisely what 
scme merchants do with their ad- 
vertising. They advertise once and 
then quit, when if they kept it up, 
they would prove that the cumula- 
tive value of advertising, in dollars 
and cents, cannot be overestimated. 

They are also the men who 


question the results of advertising. 
Experience has proven to us, and 
likewise other merchants, that suc- 
cessful advertising is like any other 
means of selling; the result of per- 
sistent logical argument presented 





Hardware Age 


to the people who can buy the goods. 
Therefore, we do not stop at parcel. 
post advertising, but keep the shades 
out of sight during the other busi- 
ress days. 

Analysis proves that the country’s 
great buying power is focalized by 
printer’s ink, through whatever 
channel the merchant thinks best 
for his particular needs. 

Our parcel post advertising has 
now become what we call a “Hard- 
ware Barometer.” Our readers and 
customers are anxious to know what 
special piece of merchandise we have 
to offer them and naturally they seek 
this news each Sunday, and they 
find timely, seasonable suggestions 
in the Sunday ads which appear in 
all papers well displayed. 

Steady displays of your wares in 
the papers, by circulars and in your 
show windows is the sure road to 
steady increase in sales. 


Builds for Employees 


Extensive housing plans are under 
way at Kent, Ohio, to provide accom- 
modations for the large increase of 
employees due to extension of the tire 
ulant and also starting of the cotton 
fabric mills of the Mason Tire & Rub- 
ber Co., the textile division being the 
first of its kind in the Akron Tire dis- 
trict. 

One of the housing plans, that near- 
est the plant, has attracted much fa- 
vorable comment by its completeness 
aS a community center of high order. 
It consists of a group of three units 
facing a court which will have a foun- 
tain, flower beds. trees and shrubbery. 
There will be a total of twenty-three 
five-room suites, each consisting of a 
living room, dining room and kitchen 
on the first floor, and on the second, two 
bedrooms and bath. It is expected that 
each suite will accommodate six to 
eight girls, or a family of four or five 
persons. A pleasing feature of the 
plan is a community hall of good size 
in one of the units of the group, which 
can be utilized for entertainment, 
dancing, ete. 

The construction is brick, tile and 
stucco. All the buildings will be heated 
from a central plant. The group is 
within a few rods of the Mason cotton 
fabric mills and indications point to 
great demand for the suites. 


Robert H. Jenkins Dead 


Robert H. Jenkins, a retired member 
of the hardware firm of Edward Jen- 
kins & Sons, Baltimore, died recently 
at his home in Baltimore, following an 
illness of about six weeks. For many 
years the Jenkins firm conducted an 
establishment on Hanover street, Bal- 
timore, but the place was burned in the 
big fire of 1904, and after that Mr. 
Jenkins retired. 
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Carlisle Sells Seeds and Service 


Added Feature of Springfield, Mass., Store Is the 


Service That Goes with Every Package of Seeds 


SE SLLING seeds and service at the 
“” same time is one of the many 
specialties of the Carlisle Hard- 
ware Co., Springfield, Mass. There 
are very few items of stock carried 
at Carlisle’s that do not, during the 
year, receive a share of window dis- 
play space as well as newspaper ad- 
vertising. As a result the turnover 
throughout the store is rapid and 
well balanced. One of the impor- 
tant and interesting features about 
the Carlisle store is that it is di- 
vided as far as practicable into de- 
partments, such as the housefur- 
nishing department, sporting goods 
department, general hardware de- 
partment, etc. The seed depart- 
ment is one of the auxiliaries to the 
housefurnishing department, but it 
still maintains its own individual- 
ity, and in some respects probably 
gets more than its full share of 
publicity and window space. 

Newspaper advertising is one of 
the strong cards played by the Car- 
lisle Hardware Co. F. E. Carlisle 
believes in keeping the name of his 
firm before the buying public, but, 
more than that, he believes in offer- 
ing something distinctive and worth 
while. The same thing is true of 
the Carlisle window displays. Nov- 
elty, variety and quality are the 
three distinctive characteristics of 
the window displays at this up-to- 
date Springfield hardware store. 

The seed department of the Car- 
lisle Co. is in charge of expert seed- 
men, and these men are backed by 
a complete stock in every way. 
Every Saturday is bargain day, or, 
more properly, a day of special fea- 
tures at Carlisle’s. During the 
spring planting season the amount 
of business uone in the seed ue- 
partment alone on a Saturday aver- 
ages a thousand cash customers. 

The reasons for this are: (1) 
newspaper advertising, (2) window 
displays, (3) catalogues, and (4) 
which is the most important, serv- 
ice with a capital S. But, as Mr. 
Carlisle has said, “The best adver- 
tising a seed department can have 
is a clean stock, rightly displayed 
and under a manager who under- 
stands his business.” 


Seeds in Glass Jars . 


All the small seed at Carlisle’s is 
kept in one- and two-quart glass 
jars. The jars are both mice and 
dust proof and make it easy for a 


All 


la- 


salesman to weigh out ounces. 
the jars are neatly and legibly 


beled and stand on wooden shelves 
in back of the seed counter 
Larger 


in the 


seed, such as 


basement. 





Everett A. Lawrence, of Carlisle Hard- 
ware Co., Springfield, Mass. 


peas, beans and corn, is kept in 14- 
qt. galvanized pails, with a sign on 
each describing the kind and price 
of each. One of the principal ad- 
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vantages in this arrangement is the 


fact that it enables a customer to 
look over the stock without taking 
up the time of a clerk before a se- 
lection is made. Under the seed 
counter are also drawers that hold 
about three-quarters of a bushel, 
where is kept such assortments 
beet, corn, beans, etc. 

Before the rush of the day’s busts 
commences, and also during 
the occasional lulls during business 
hours, the time is utilized by the 
clerks of the seed department to re- 
arrange the stock to keep it clean 
and orderly and also to put up what 
some dealers have found to be the 
best sellers, pint and quart pack- 
ages of seed and the smal! five and 
ten cent packages. 


as, 


ness 


Year ’Round Business 


At the Carlisle Hardware Co. 
they refuse to accept the idea that 
seed is a business of only a few 
months’ duration. The seed de- 
partment at Carlisle’s is busy the 
year ’round, and co-operates with 
allied departments in booming busi- 
ness. Bulbs, rose bushes, decora- 
tive plants, shrubs, fertilizers, 
plant stakes, window boxes, etc., are. 
some of the items that are used to 
attract attention and to increase 
profits. 

The annual seed catalogue issued 
each year by the company is a prac- 








| Curtain Siscichorn 90.88 
| Getting Ready for 
the Garden 


Wheel Barrows, 
$6.75 and $7.25 


Steel Garden Rake 


s, 
$1,05 and $1.10 





Quality 
Hardware 














CA 


| It Helps to Have 
the Right Tools 
| Tubs. galvanized, Shovels ...$1.85 and $2.00 
85¢ to $2.50 Sheep Manure, 
Pails. galvanized, $3.50 a hundred 
4 45c to $1.25 
Mops ....... 79¢ to $2.50 | Commercial Ape 
Brooms... .$1.00 to $1.75 00 a bushel 
eres obane 10¢ to $1.50 Lawn Seed .....35¢ quart 
op Wringers, Lawn Rollers 
$2.25 to $6.00 | 5.00, § $23.5 
Window Brushes, $15.00, $19.00, $23.50 
50c to $1.75 
Step Ladders ....$2.00 up 
| Carpet ters, 35¢ and up 
O’Cedar Mops, $1. ws and 





Lawn Mowers 
$8.00 to $26.00 


Make your selection early 
to be sure you get the one 
you want. The old relia- 
ble makes sold by this 
store for 25 years. 


The Electra, 

Orchid, 16”-18” 

Great American, 15”-17"- 
19”-21” 


12”-14"-16" 


Spading Forks, 
$1.85 to $2.00 








2 Ball i 





Feather Daten, For Motor Beat 
65¢ to $2.00 —— 
Mop Handle, 35¢ and om Special Marine Pant. 
Wall Dusters ....... $1. Patton’s Sun-Proof 
Duteh Cleanser, 10c a can Paint 
© COS FOP occ cccseed 25e $5. 15 
] 50Gal, $1.55. Qt. 
Carpet Swee ers, A special outside whee 
4.75 to $6.00 and inside gioss white. 
Dustless Dusters, Gallon cans ony. 
35c¢ and 40c 
Cie ae Meee Porchite 
Cleaner to do your Spring $5.50 Gal. = $1.35 Qt. 


House Cleaning. A hard drying, durable 


paint for the piazze. 


It Pays to Use 
the Best of 
Paints 


For the Auto 
Effecto Auto Finisher, 
9 beautiful colors 


For the Porch 

Furniture 
Chi-Namel, in colors, 
Wicker Brown, Willow 
Green, Porch Furniture 
Green, Porch Furniture 
Red. 
$1.95 Qt. $1.05 Pt. 

60c % Pt. 

For Screen Wire 
Special Screening Paint 
to make your screens 
last twice as long, 

% Pts. 25¢ 


ARLISLE 


= HARDWARE co: 


Princess Floor Paint 
$5.50 Gal. $1.55 Qt. 
A wonder for Wear 


Special Demonstration 
© wr 
Chi-Namel 
The quality Paint for 
everything in the home. 
Demonstration all 
this week in charge of 


an expert from the 
factory. 









Velumina 
$4.00 Gal. $2.15 % Gal. 
A flat oi! pant fo 
walls. 


No. 61 Floor Varnish 
$1.70 Qt. 


lable, wears 
joern t 








Lowest 
Prices 

















With the Clean-Up and Paint-Up slogan this ad combines summer necessi- 
ties and makes a good display 
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Seeds and accessories are linked together in a model window display and an artistic background which commands 


tical guide to both the professional 
and amateur gardener. Some of 
the information that it contains is 
worthy of a text-book on garden- 
ing, and people in Springfield and 
from all over the surrounding coun- 
try call at Carlisle’s, or send in for 
the annual spring seed and garden 
catalogue. 

A good idea can be gained about 
the quality of the service rendered 
at Carlisle’s from a special para- 
graph in the catalogue entitled 
“Local Names of Seeds.” 

“We frequently have calls for 
seeds under names that are not gen- 
erally found in the catalogue,” 
states the catalogue. “In most 
cases of this kind there is a stand- 
ard catalogue name for the article 
and we usually locate it easily from 
the description the customer gives 
of it. If you do not recognize the 
desired article from the catalogue 
names, let us know and we shall en- 
deavor to locate it and get it for 
you if we do not have it in stock.” 

Another sentence that has at- 
tracted a good deal of attention 
among customers is: “When we 
know what you prefer in any of 
these lines, we will meet your re- 
quirements.” 


To Make Brackets 
The United States Hardware & Man- 
ufacturing Co., Pawtucket, R. I., has 
been formed, with John D. Sawyer as 


instant attention 


president and general manager and 
John R. White, treasurer. 

Mr. Sawyer is also connected with 
the Sawyer Belt Hook Co., and Mr. 


White is the superintendent of J. S. 
White Co., both of Pawtucket, R. I. 
The new concern will manufacture in- 
sulator brackets and break arms for the 
electrical trade, furnace top plates, sol- 
der molds, floor flanges, brass and iron, 
solder pots, tack moulds, vent caps for 
the plumbing trade, grate bars, etc. 


Will Sell Motor Supplies 

H. A. Cook, formerly advertising and 
general manager of the Premier Elec- 
tric Co., Chicago, has organized and 
become the first president of the Pre- 
mier Motor Products Co., Chicago. 

The efforts of the new concern will 
be devoted to selling as exclusive agents 
the automotive products of the Premier 
Electric Co. 

Walter D. Graham is the vice-presi- 
dent and treasurer of the new com- 
pany. 


Increases Plant 

The Manufacturers’ Hardware Cor- 
poration, 491 Broadway, Milwaukee, 
Wis., has broken ground for a new 
factory group on Clybourn Street, near 
Twenty-third Street, which will cost 
about $20,000 and provide a material 
increase in capacity over the present 
leased quarters. 


George E. Long Resigns 


George E. Long has resigned as 
senior vice-president of the Joseph 


Dixon Crucible Co., Jersey City, N. J., 
but will continue to serve as a member 
of the board of directors. 

Mr. Long was active in the company 
for the past 43 years, and recently cel- 
ebrated his seventieth birthday. 


TRADE NOTES 
Elmer T. Wible 





was recently ap- 
pointed advertising manager of the 
Pittsburgh Steel Co., Pittsburgh. Mr. 
Wible was formerly with the Albert P. 
Hill Co., Pittsburgh, advertising agen- 
cy, and the Mitchell Advertising Agen- 
cy, Minneapolis. 


B. E. Aaronson, for the past three 
years special sales representative of 
the Mohawk Rubber Co., Akron, Ohio, 
has succeeded M. S. Lines as sales man- 
ager of the Gordon Tire & Rubber Co., 
Canton, Ohio. 


William Hodges & Co., Philadelphia, 
Pa., importers and manufacturers of 
house furnishing specialties, have 
moved into their new and larger quar- 
ters at 109 Arch Street. 


The Vaughn Novelty Co.,Chicago, has 
moved into its new factory located at 


3211 Carroll Avenue, Chicago. 


Frank & Hersh, Inc., Buffalo, has 
been incorporated with a capital of 
$20,000 by E. M. Ridner, M. L. Frank 
and A. Hersh, to manufacture hard- 
ware, electric fixtures, etc. 


The’ Universal Counter Co., Herk- 
imer, N. Y., has been incorporated with 
a capital of $100,000 by S. J. and W. G. 
Sherer, and FE. M. Brown, to manufac- 
ture store fixtures of various kinds. 
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Making Display 


Stambaugh-Thompson Co., Youngstown, Ohio, Believe in aoe =o] 


Keeping Stocks Ready When Customers Want Them 


N addition to conducting an exten- 

sive wholesale business, the Stam- 
baugh-Thompson Co., Youngstown, 
Ohio, operates one of the largest re- 
tail hardware stores in the country, 
recognized for its progressive meth- 
ods of merchandising. In its adver- 
tising, its publicity of all kinds, its 
window arrangements and its store 
displays, the company concentrates 
on a seasonable appeal. For instance, 
elaborate window displays, which 
have won recognition from all sec- 
tions of the country because of their 
originality, are now devoted to a 
display of baseball goods, paints and 
wheel goods special for children, such 
as coaster wagons, velocipedes, kid- 
die cars, bicycles, roller skates, 
horse toddlers and the like. Special 
emphasis is placed upon the “timeli- 
ness” of the appeal in the company’s 
multifold publicity methods. 

In its store exhibits the company 
makes, at this season, timely sugges- 
tions for the gardener and the 
farmer, advertising “specials” at a 
reduced price, such as garden hoes 
and four-tine spading forks. All 
kinds of garden utensils are attrac- 
tively displayed and many smaller 
farm tools, such as drills, seeders, 
cultivators and a wide variety. 

Seeds are advantageously shown, 
in bulk or in package, in one of the 
most prominent locations .in the 
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Ads Seasonable _{ Stambauzh- Thompson's 














Family Seales 





store, on the ground floor near the 
chief entrance. 

Special house-cleaning displays 
were recently featured, containing 
many suggestions for the housewife, 
supplemented by a direct appeal 
through the newspapers. In the 
paint department Mr. Home-Owner 
is impressed with the desirability of 
making things look spic and span 
after a winter which has soiled and 
blackened homes and faded the most pee 
durable pigments. Neither is the | premier clan YT ra 
motorist ignored, the store pointing : -— 
the way to comfortable motoring by 
suggesting the use of accessories of 
all kinds, which cost little but which _ 
mean much in comfort. The car- *OoS< eS 
penter and other craftsmen in the Everything mentioned on this page 
building trades are never overlooked 
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Stambaugh- Thompson ’s Garden News 








The store pa- ® 
per is always f 
kept right up 
to the minute 
on all seasona- 
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will clearly in- : our Ol 

dicate. PLANT AND PROVIDE. There is real economy in supplying 
your own table needs from your own garden. There is profit in sell- 
ing the overflow at the fine price that these products now bring—the 
best crops, the finest vegetable varieties and the most bounteous re- 
sults come from the best seeds—vou'll find them here 


















attractive prices to market gardeners 


---We also have segds in int packages for the home garden 
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by this institution, which has built 
up a business in building supplies. 

In all of its publicity the psychol- 
ogy of timely, seasonable appeal is 
applied with studied intent. The 
store suggests ideas to the visitor by 
the wealth and variety of its exhibits 
and the manner in which they are 
arranged. The purpose of bringing 
to the attention of the customer 
some need in the home or about the 
premises to which he may have been 
oblivious before, is impressed 
these carefully thought and planned 
arrangements. 

Up-to-the-minute merchandising 
methods, with every sales clerk con- 
stantly endeavoring to improve his 
department and consequently its 
sales, are primarily responsible for 
the continued success and growth of 
this institution. 

Some typical advertising “bul- 
letins” issued by the Stambaugh- 
Thompson Co. are shown. 


by 
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Practical Planting 


-~-brings plenty of profit 






There le ne practice % 





—— mot vou Gant nm 
went te beet ant mont from your gartrning you ) Bad ve 
— 





“Every Kind of Seed” Fonnd Here 
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Your Rights in Making Contracts 


The Obligations of Manufacturers and Jobbers When 


Prices Are Quoted on Goods Sold But Not Delivered 


By HARRY 


HAVE before me a letter from a 

Kansas hardware dealer who 
asks two questions that seem to me 
to be similar to problems that nearly 
every hardware dealer has to meet 
some of these days of wavering 
prices and indefinite deliveries. A 
discussion of the following letter, 


with its pertinent queries, can be 
made, I believe, with profit: 
“Here are two cases I have had 


to contend with that are a trifle dif- 
ferent than those cited in your ar- 
ticle, ‘When the Manufacturer Must 
Sell Goods at a Quoted Price,’ which 
was published in your issue of April 
99 


“Last fall I bought stoves from a 


large manufacturer of stoves at a 
stipulated; price for March 15 de- 
livery. A written order was executed 


by the salesman and the writer, but 
this order had an attached slip which 
read: ‘Prices subject to change with- 
out notice.’ 

' “This spring the company wrote 
that they had been compelled to ad- 
vance the price on its goods on Feb. 
14, and that all orders which speci- 
fied a date of shipment of March 1 
or earlier would be filled at the old 
price, but orders which specified a 
delivery date later than March 1 


would have to be shipped at the ad- 
vance price. 


This referred to or- 


BOTSFORD 


ders placed in the fall of 1919 and 
not to orders received after the ad- 
vance went into effect in February. 

“Question: Assuming that all or- 
ders were placed last fall for future 
delivery, on the same basis of prices, 
did this manufacturer have a legal 
right to ask some of his customers 
to pay the February, 1920, advance 
and give the remainder the benefit 
of the prices the goods were sold at 
last fall.” , 

In order to answer this question 
fully, there are several things to be 
considered. While my information 
does not cover this point, it is morally 
certain that the order for the stoves 
was given at the earnest solicitation 
of the stove manufacturer’s sales- 
man who probably stated that the 
hardware dealer could save money by 
ordering then for future delivery. 
This particular scheme is now being 
overworked by many salesmen, and is 
a large factor in keeping goods at a 
high price. 

A strict interpretation of the law 
will indicate that the salesman was 
acting as the agent for the manufac- 
turer and therefore the prices which 
were clearly indicated on the order 
sheet must stand. It must be re- 
membered that considerable time 
elapsed between the signing of the 
order and the letter from the manu- 
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facturer stating change of prices. 
This means that a confirmation and 
acknowledgment of the order wis 
probably mailed the hardware dealer 
and that the manufacturer made jo 
effort to repudiate the prices quoted 
by the salesman. Under these facts, 
the prices must stand as quoted on 
the order slip. 

The clause usually printed on 
order blanks, “Prices subject to 
changes without notice,” does not 
have the wide coverage that the mer 
chant often believes it to have 
Where such a clause does cover 
when a firm sends out order blank 
or a salesman leaves the blanks, to 
gether with quoted prices. If «a 
merchant orders goods from a blank 
of this nature it is sound reasoning 
to believe that the firm leaving 
blanks and quoted prices is not going 
to keep that price open forever. In 
other words, the law usually holds in 
cases of this nature that the mer 
chant must take advantage of the 
quoted price and do so “‘within a rea- 
sonable length of time.” Just what 
constitutes a reasonable length of 
time depends upon circumstances and 
tne attitude of the firm which is, of 
course, based upon the flexibility of 
the market. 


Should Not Share in Increase 


Under the quoted circumstances 
explained in this letter, I cannot see 
how the manufacturer has any right 
to ask some customers to share an 
increase in prices when all placed 
their orders at the same time and at 
the same price, even if different dates 
of deliveries were specified. 

Laws of contracts vary in different 
states, but such laws are usually gov- 
erned by this one generally accepted 
fact: A salesman is always (unless 
repudiated by employer, at once) the 
duly qualified agent of the firm which 
he represents, and the signing of an 
order for goods by this agent or the 
acceptance of an order, at a specified 
price, constitutes a definite and bind 
ing contract which mutually bind 
both parties. 

The second question asked by this 
hardware dealer likewise gives a con 
dition of affairs that is not uncom 
mon to-day. To quote the letter ver 
batim: 

“A furniture jobber accepted m\ 
order about eight months ago for 
certain pieces of furniture, at prices 
named by his salesman in a written 
order. When shipment was made, 
the jobber was short on some of the 
items, and placed these items on a 
‘back order’ for shipment when the} 
should again be in stock. No stipu 
lation was made in the back order 
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in regard to the possibility of a fu- 
ture change in prices. 

“Four months later I was notified 
that some of these items were then 
in stock, but that the price had ad- 
vanced 25 per cent since the order 
was placed and it would be necessary 
for me to pay this advance if I now 
wanted the goods, at the same time 
giving me the privilege of canceling 
the order if I desired. 

“Question: Was not the accept- 
ance of my order by the jobber, with- 
out any reservation as to future 
prices changing, a binding contract 
to deliver the goods to me at the 
prices named in the order? Would 
not the fact that the jobber shipped 
certain of the items on my order 
soon after it was given and ‘back 
ordered’ the remainder to be shipped 
as soon as received by him, consti- 
tute an acceptance of my entire order 
at the prices named in the original 
order?” 

The condition outlined here is not 
infrequent by any means. The same 
conditions, in a measure, holds good 
on this question as it did on the first 
one. The jobber’s qualified agent 
solicited the order and the jobber ac- 
cepted it without qualification of 
prices. 

Further than this, a partial de- 
livery of the ordered goods was made 
and a partial fulfillment of a con- 
tract would clearly indicate that—at 
this time—the jobber had no doubts 
about his ability to fulfill the re- 
mainder of the order. 


Making the Contract Binding 


There is no apparent reason why 
this jobber cannot be held to the 


terms of the original contract which 
they accepted at a specified price. 
His inability to deliver the goods all 
at one time has but slight bearing on 
the matter unless the original con- 
tract distinctly specified the deliv- 
eries to be made on all of the articles 
within a certain named period, prior 
to the expiration of one year, the 
time indicated in the letter. Had de- 
livery of all of these goods been in- 
dicated on the order blank to be made 
within this period, the jobber would 
have had some grounds for his 25 
per cent advance in price. 

Jobber and manufacturers are fac- 
ing a rather unpleasant situation to- 
day in the matter of fluctuating 
values but why should they try so 
often to shift this burden onto the 
hardware dealer? 

The hardware dealer is facing ex- 
actly the same situation in his own 
way. When he orders goods at a 
specified price and specified date of 
delivery, he usually does so because 
he believes he is making a profitable 
purchase. To have a manufacturer 
or jobber spring that ancient dodge 
of “Prices subject to change without 
notice” on him takes away the in- 
centive which actuates most _ pur- 
chases: that of making a profitable 
purchase at a fairly close price 
which must be gaged by present 
market conditions and an accurate 
forecast on future supply and de- 
mand. Take this away from the 
dealer and the only reason he has 
to buy closely and shrewdly is gone 
and with it fundamentals which gov- 
erns good business. 

Manufacturers must stand by the 
contracts made by their agents. 


Coming Hardware Conventions 


NaTIoNaL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Buffalo, N. Y., 
June 22, 23, 24, 25, 1920. Headquarters, 
Hotel Lafayette. Herbert P. Sheets, 
secretary, Argos, Ind. 

MISSISSIPPI! RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Agricultural College, 
July 13, 14, 15, 1920. E. R. Gross, sec- 
retary-treasurer, Agricultural College. 

Missourt RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 192) I. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN 
TION AND EXHIBITION, Armory, Louis 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA 
TION, IN« CONVENTION AND EXHIBI 

5 (Place 


TION, Jan. 25, 26, 27, 28, 1921. 


to be announced later.) G. F. Sheely, 
secretary Argos. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Phila- 
delphia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build 
ing, Pittsburgh. 


IowA RETAIL HARDWARE ASSOCIA 


TION AND EXHIBITION, Des Moines, Feb. 


8, 9, 10, 11, 1921. A. R. Sale, secre 
tary-treasurer, Mason City. 


ILLINOIS RETAIL HARDWARE ASSOCIA 


TION CONVENTION, Feb. 15, 16, 17, 1921. 
Headquarters, Hotel Sherman, Chicago. 


Leon I). Nish secretary, Elgin. 


OuH10O RETAIL HARDWARE ASSOCIA 
TION CONVENTION AND EXHIBITION, C¢ 
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lumbus, Feb. 15, 16, 17, 18, 1921. Ho- 
tel Headquarters, Deshler Hotel. Ex- 
hibition in Memorial Hall. James B. 
Carson, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

NEW YoRK STATE RETAIL HARDWARE 
ASSOCIATION, INCORPORATED, CONVEN- 
TION AND EXHIBITION, Rochester, Feb. 
22, 23, 24, 25, 1921. Hotel Headquar- 
ters not yet decided upon. Exhibition 
at Convention Hall and Annex. John 
B. Foley, 607-608 City Bank Building, 
Syracuse. 


Wing Leaves Warner’s 


Kenneth C. Wing, for many years 
connected with the Warner Hardware 
Co., Minneapolis, Minn., has resigned 
his position and will in the future be 
with the Gardner Printing Co., Cleve- 
land. Mr. Wing will be with the hard- 
ware compiling department with this 
company with which work he is very 
familiar. 


Issue Big Note 


The Associated Simmons Hardware 
Companies, St. Louis, have arranged 
for a note issue of $7,500,000. The 
company operates the Simmons Hard 
ware Co. of the same city and other 
affiliated organizations, including dis- 
tributing companies at New York, 
Philadelphia, Toledo, Minneapolis, 
Sioux City and Wichita. 


TRADE NOTES 

The Murphy-Benham Co., hardware 
and implement dealers, with stores in 
Wilmington and Lynchburg, Ohio, has 
purchased the building and stock of the 
J. G. Bell Co., in Hillsboro, Ohio. T. 
I. Barker of Hillsboro, formerly con- 
nected with the Malleable Steel Stove 
Co., will manage the store for the new 
owners. 


William Ernest Staples, Milford, 
Mass., retired hardware merchant, died 
recently at his home there, aged fifty- 
three years, of hardening of the arter- 
ies. Two years ago he retired from 
the hardware firm of Staples & Gould, 
which originally was Norris, Staples & 
Gould, a company organized scme 
twenty years ago. 


I). T. Preyer has been appo'nted 
district sales manager for the Ameri 
can Hammered Piston Ring Co., Balti- 
more, Md., in the middle-west territory, 
including Michigan, Indiana, Kentucky, 
Illinois, and Wisconsin. 


J. Frank Brown, formerly with 
Ber ry Bros., New York, has become as 
sociated with the Hilo Varnish Corp., 
Brooklyn. Mr. Brown will make his 
headquarters at Pittsburgh and _ will 
look after a special class of trade it 
the industrial field, 
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trip shown. 


Actual reproductions from the Ozark Playgrounds are shown by the Joplin Hardware Co., Joplin, Mo., in its 
This is one of the best ways of capitalizing local conditions and has brought many dollars into 


Interesting the Tourist in Sport Goods 


How the Joplin Hardware Co., Joplin, Mo., Arranged 
Its Window, and Sold Vacation Goods to Campers 


INDOWS of dimensions suffi- 

ciently large to permit of 

proper displays, and the ar- 
rangement of the exhibits such that 
they will attract attention and actu- 
ally carry out the desired ideas, are 
the best forms of advertising, in 
the opinion of the Joplin Hardware 
Company, of Joplin, Mo. 

This firm gives its windows the 
greatest of attention, with the re- 
sult that attractive displays al- 
ways are shown, and every hour of 
the day sees people stopping to in- 
spect the exhibits. 

Two windows, that have drawn 
favorable comment from thousands 
of persons this spring showed 1920 
sporting goods exhibits. They were 
especially attractive and brought 


exceptional results, according to C. 
H. Arcularius, secretary of the firm, 
who designed and arranged the win- 
dows. 

The Ozark Playgrounds Associa- 





tion was formed early in 1920 to 
properly advertise to the world just 
what the great Ozatk region of 
Southern Missouri and Northern 
Arkansas holds for the tourist and 
lover of outdoor life, in the way of 
camping, fishing, hunting, boating, 
bathing, and all pleasures of an 
outing trip. The association is 
made up of business men in all 
towns in the sections of the two 
States, and the “Land of a Million 
Smiles” bids fair to entertain thou- 


sands of additional visitors this 
year. 
Joplin is the gateway to, the 


Ozark Playgrounds and the Joplin 
Hardware Company is prepared to 
show the travelers through Joplin 
that its stock of sporting goods is 
complete, to say the least. Conse- 
quently, the big windows of the 
store were made to display sporting 
goods. 

One of the windows was a camp 
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scene, situated within approximate- 
ly 100 yards of Mystic Spring, a 
famous natural resort in the Ozark 
Playgrounds. There are hundreds 
of such camping places in the Ozark 
region, within a few hours’ motor 
drive of Joplin, and it was the pur- 
pose to interest tourists passing 
through Joplin to these camping 
sites that this window was so ar- 
ranged. 

In arranging the background for 
the setting, a water color painting 
of a big bluff, from the base of 
which the waters of Mystic Spring 
pour forth, was made. It was an 
excellent reproduction of the bluff. 
being painted on fiber board. Blue 
grass sod was used for the ground, 
on which were placed rocks in natur 
al form. In displaying goods han 
dled by the company, outing cloth 
ing and camping articles were 
placed promiscuously about on the 
ground. 




















window displays. 
this progressive store. 






The other window represented a 
scene along one of the many fine 
fishing streams in the Ozark Play- 
grounds, not far from Joplin, where 
abound big mouth and small mouth 
bass, jack salmon, crappie, speckled 
trout and other fish. This window, 
as is the other, is 19x6x9 feet in 
dimensions. A_ galvanized pan, 
eight inches deep and covering the 
entire length of the window, was 
installed. Water flowed through 
this pan constantly, making a run- 
ning stream of five to six inches 
deep. A centrifugal pump, motor 
driven, was employed to circulate 
the water. To make the scene more 
natural, several fish of nice size 
were placed in the stream, and they 
swam and played, much to the de- 
light of the large crowds that 
thronged the sidewalk to view the 
interesting display. 

The floor was covered with creek 
gravel; at the back, moss rock, wild 
ferns, and shrubs, watercress, rock 
and sod. “In preparing windows 
such as these,” said Mr. Arcularius, 
“care should be taken in selecting 
material for them, in order that 
they might appear as realistic as 
possible. The stream should appear 
most natural. For our display we 
selected real river gravel, moss 
rock, etc., obtaining the material 


Camping outfits are tastefully placed in the window and suggestions for the fishing or hunting 
The effort expended on the windows is more than repaid in the business attracted 


from creeks and streams near by.” 

Goods displayed in this window 
were fishing rods, reels, lines, min- 
now traps, and, in fact, a general 
line of fishermen’s supplies, together 
with a few guns and ammunition. 

“The outing season in this dis- 
trict is considerably earlier than in 
most localities,” said Mr. Arcula- 
rius. “Tourists pass through Jop- 
lin to the Ozark Playgrounds, to 
camp and fish, as early as May 1. 
With this fact in mind and also the 
fact that the Seventeenth District 
Rotary Conference, including Ro- 
tary Clubs of Missouri, Kansas and 
Oklahoma, and the State Democratic 
Convention of Missouri, were to be 
held in Joplin the week of April 
19, the Joplin Hardware Company 
decorated its windows with these 
outing and sporting goods earlier 
than usual. The city was crowded 
the entire week, and the company 
took advantage of the occasion to 
advertise its goods through the win- 
dow displays to attract tourists 
through Joplin to the Ozark Play- 
grounds. 

“The windows attracted so much 
attention that at times the side- 
walk was blocked with people, and 
the sale of goods was beyond our 
expectations. 

“Incidentally, the beautiful Ozark 
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Mountain Region, the ‘Land of a 
Million Smiles,’ the ‘Shepherd of 
the Hills Country,’ in a few years 
will be the real playgrounds of 
America—and we are displaying our 
goods to get that trade.” 


Hoffman Hardware Co. 


Here is the brief history of two “Go 
getting” young men of Chicago. April 
the first, Will Hoffman and Willys A. 
Higgins purchased the business for- 
merly conducted by Fred Hoffman, 1920 
Monterey Avenue, Chicago. Both of 
these men are filled with enthusiasm 
and the proper amount of pep to make 
the store what they declare “The livest 
hardware store in Chicago.” 

Hoffman is the son of the former 
owner of the Hoffman hardware store, 
while Higgins, who recently returned 
from the American Army of Occupa 
tion in Germany, has had much hard- 
ware experience. Hoffman comes from 
a hardware family and learned the 
business from his father. He also was 
with the Stebbins Hardware 
buyer for the sporting goods depart- 
ment and for a time he was a salesman 
for the Sherwin-Williams Co. | 


Co. as 


of Cleve 


land, Ohio. 

Mr. Higgins was buyer for paints 
and house furnishings for the Stebbins 
Hardware Co. before the United States 
entered the war and was also connected 


Ohio. 


with a hardware store in Toledo, 
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Jobbers to Form Chemical Company 


the number of whom will be limited 
for the present to two hundred. Mem- 
bership may only be obtained by these 
selected jobbers by subscribing to $2,- 
500 (25 shares) of the company’s pre- 
ferred stock at par, payable in one in- 


CORPORATION known as_ the 
J Moto-Chemical Co., with offices 
at 15 Park Row, New York, has been 
organized under the laws of the State 
of Delaware, for the purpose of manu- 
facturing various chemical automobile 


supplies, which will be distributed stalment of $500, and two subsequent 
through 200 selected jobbing firms instalments of $1,000 each. No sub- 
covering every selling district in the scription will become binding until 
United States. two hundred memberships ($500,000 

This plan, which is known as “The shall have been subscribed. The first 
200 in One” or “The Thomson Idea,” instalment is payable upon signing 


was originated by A. G. Thomson, subscription by check to the order of 
formerly sales manager of the Auto the Liberty National Bank of New 
Lubricants Department of the Joseph York, which will hold all first instal- 
Dixon Crucible Co., Jersey City, who ments in escrow. If two hundred first 
is said to have been responsible for instalments are paid in on or before 
placing the Dixon graphite on themar- January 1, 1921, the proceeds will be 
ket in the automobile trade. “The placed to the credit of the Moto-Chem- 
Thomson Idea,” in brief, plans to make ical Co.; otherwise on that date the 
200 selected jobbers into one manufac- Liberty National Bank will return pay- 
turing organization, which will receive ments to all subscribers. The remain- 
the benefits of both the manufacturers’ ing two instalments will be payable on 


and the jobbers profits. It is pro- or before March 1, 1921.” 
posed to manufacture automobile The preferred stock, which is trans- 
chemical supplies, including soaps, ferable, with the consent of the com- 


pany, will be entitled to cumulative in- 
terest of 8 per cent yearly. The com- 


polishes, restorers, dressings and com- 
pounds of all kinds used in the trade, 


and to sell to the jobber at the regular mon stock will be issued to the or- 
discount on this line plus the large ganizers of the company who have 
profit which, it is claimed, now accrues given their time and services in per- 


to the manufacturer. fecting the partnership basis on which 


In order to accomplish this The the company is to be conducted. This 
Moto-Chemical Co. aims to combine the is the beginning of the plan. 
distributing power of 200 leading job- Profit Sharing Plan 
bers and to merge them into one manu- 
facturing organization controlled by a The Moto-Chemical Co. will issue 
3oard of Directors. Three members non-transferable profit-sharing  cer- 


tificates, upon payment of each bill of 
goods purchased by member jobbers, 


of the board will be jobbers and stock 
holders. Chemists are now at work 


perfecting formulae for the entire line. indicating the amount of each pur- 
Membership in The Moto-Chemical chase. Orders from member jobbers 
Co., it is said, “is open only to a care- will have priority at all times over 


fully selected list of leading jobbers, orders from non-member jobbers, and 


b Displaying Scissors and Shears 


A retail hardware dealer in a which is attached a small iron rod, 
bent, as illustrated, to conform to 
the shape of the case. Double hooks, 
made from wire, are placed at regu- 
lar intervals along the top of this 
bar, and on these hooks the various 
sizes of shears are hung. 


small Western town has devised a 
novel display fixture for shears and 
be used in connection 
with the old-fashioned counter show 
Case. 


It consists of a hardwood panel to 


scissors, to 











The Rack Is so Arranged that All Sized Scissors Can Be Shown 
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no profit-sharing benefits will be «|! 
lowed to non-member jobbers. 

“The 200 in One Idea” has been de 
veloped, it is said, with the aid of legal 
counsel, Messrs. Appleton, Perrin « 
Hoyt, New York, and it is claimed to 
be absolutely free from any legal ob- 
jections or drawbacks. 

Regarding the profit-sharing plan. 
Lester W. Perrin, vice-president of th: 
Adran Van Sinderen & Co., Inc., 15 
Park Row, New York, and a membe: 
of the Board of Directors of the Moto- 
Chemical Co., stated in an interview 
with a representative of HARDWARE 
AGE, that after the end of each calen 
dar year the company will have a re- 
port made by certified public account- 
ants distributed to its stockholders, 
showing in detail all receipts and ex- 
penditures and both the gross and net 
income of the company during the 
year. 

“Out of the net income for the year,” 
he said, “after the payment of all ac 
crued dividends on the preferred stock 
and after the setting up of such casl 
reserves, as the directors deem advis- 
able, the common stock will be en- 
titled to a dividend of not more than 7 
per cent of the gross income for the 
year. The entire balance of the net 
income will be distributed pro rata as 
cash dividends on the profit-sharing 
certificates issued during the year. For 
example, if the total purchases of the 
company’s product by member jobbers 
for any calendar year amounts to $3,- 
(00,000, and the entire balance of the 
net income available for distribution on 
profit-sharing certificates amounts to 
$1,200,000, then each jobber would re- 
ceive a dividend of 40 cents on every 
dollar he has paid the company for its 
products. A jobber whose purchases 
of the company’s products for that 
year amounted to $10,000 would re- 
ceive $4,000 as dividends on his profit- 
sharing certificates.” 


Board of Directors 


The direction of the company’ 
business will be in the hands of a boart 
of seven directors, composed as fol 
lows: 

George H. Townsend, president and 
chairman of the board of directors of 
the Motometer Co.; Darwin R. Jones, 
president of the American Chicle Com 
pany; G. N. Shafer, president of the 
W. E. Pruden Hardware Co.; Lester 
W. Perrin, vice president of Adrian 
Van Sinderen & Co., Inc., and A. Gale 
Thomson, formerly sales manager auto 
lubricants department, Joseph Dixon 
Crucible Co. 

Two vacancies for the first year will 
be filled by the board from member 
jobbers. There will also be an ad- 
visory board selected, composed of five 
member jobbers, whose opinion will be 
sought on such questions as prices dis- 
counts and additional products. It is 
also the further planus of this company, 
as soon as suitable arrangements and 
facilities have been made, to handle 
oils and greases and sundry additional 
lines. 


















S an illustration of just how 
A artistic the store windows can 
- be made we present this week 
these three posters which were take 
from the Stambough-Thompson Co., 
Youngstown, Ohio, store. They are 
the work of Seward Trinkle and 
were done in colors. Mr. Trinkle has 
the good fortune to have excellent 
windows to work with, which, of 
course, is a great help, but most any 
store can increase its window appear- 
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ance with a little thought and care. 

The poster on the right was done 
in several contrasting colors which 
brought out vividly the idea which 
Mr. Trinkle endeavored to ‘get 
across.” The poster had a blue bor- 
der, the body color was in dull 
orange, while the foliage was in 
black, the bird in white, and the white 
letters were on a soft blue back- 
ground. 

The bicycle idea had for a sky, 
lemon and orange coloring, with the 
shadowing on the men in subdued 
purple, which blended into the ground 
and ended in a solid block. This en- 
tire poster was bordered in white, 
which was effective. 

Much more elaborate was the third 
of this series, which contained many 
different colors. The general back- 
‘round was in a deep blue, blending 
down into a deeper blue; the decora- 
tive idea behind the bottle and basin 





Artistic Posters for Window Displays 


was done into a variety of colors and 
the bottle and basin themselves into 
a shaded white. 


NATIONAL 
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WEEK, 
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Three posters for window displays 

which were made by Mr. Trinkle of 

Stambaugh-Thompson Co., Youngs- 

town, Ohio. These were used as back 

grounds for exceptional window dis- 
plays recently shown 


An especially good poster which was 
recently used and which advertised 
leatherware and baggage was back- 
grounded in a dark brown, while a 
negro boy in livery of red was seen 
carrying several bags. A nile green 
border surrounded the entire poster, 
setting off the riot of coloring in a 
magnificent manner. 

Also of special note was the spring 
garden poster which appeared 
cently. This was in sky blue, with 
a glacier or snow-capped peak on 
the right. The snow effect was ex- 
ceptional in that it was done in white 
and purple, giving a very natural ef- 
fect to the poster. In fact all posters 
were most natural. 

Mr. Trinkle has recently 
variety of ideas and each one of them 
of wonderful artistic value. For in- 
stance, ranges, one of the hardest 
things in a hardware store to make 
artistic, he has succeeded in doing by 
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re- 


done a 


com- 


the poster idea. This was a 
plished by a red moon in a dark back- 


ground and the rest a winter scene. 


His “paint up” poster was another 
good one and done in a variety of 
colors, which gave value to the win- 
dow. 

Of course every store cannot have 


a Mr. Trinkle or windows such as 
Stambaugh-Thompson Cx 

but there is no store that 
profit by the examples and strive to 


possess 


cannot 


VOLLRATH 


WHITE 
WARE 


a 





make the window as artistic as 
sible. 


pos- 


TRADE NOTES 


The Central Electric & Lock Co., 12 
North Thirteenth Street, Philadelphia, 
is planning for the removal of its 
works to 1309 Arch Street 4 build 
ing has been acquired at this location 
and improvements are now being made 
n the structure. 

The Jersey Cord Tire Co., Newark 
N. J., has been incorporated with a 
capital of $1,000,000 by Clement C. 
Eckrode, Newark; John G. Hulti 


Elizabeth, N. J.; and Willian: |). Rey 
nolds, Cranford, N. J.. to 
automobile tires. 

Fire, May 4, destroyed a portior 
the plant of the Curtis T 
Co., Muskegon, Mich.., 
mated in excess of $400,000. 


ire & Kh e! 


with a sti 
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Fixtures for Scythes and Snaths 


A scythe is one of the most difficult 
of hardware items to display prop- 
erly. Its peculiar shape hardly fits 
it for shelf arrangement, and it has 
a nasty cutting edge that is no re- 
specter of persons. Many a hard- 
ware salesman has bumped up 
against a scythe in some dark corner 
to his sorrow. Nevertheless scythes 


dental injury to clerks or customers. 
The top of the fixture is cut in to 
allow a resting place for the snaths, 
the small ends of which are placed 
in holes in a shelf-like board near 
the base. The fixture illustrated 
holds eight snaths and about two 
dozen scythes. The same plan can 
be adapted to any size fixture de- 





Scythe Racks Used by McAllister 


are mighty useful articles and sell 
well in most localities if placed 
where prospective customers can see 
them. 

A scythe snath is even more diffi- 
cult to display to advantage. To be 
sure it has no sharp cutting edge to 
mar careless fingers, but it is about 
as crooked a piece of merchandise as 
can be found in a hardware stock. 
On ordinary shelving or display fix- 
tures it simply won’t stay put. 

The home-made fixture in our illus- 
tration is one devised by the McAllis- 
ter Hardware Co., Grand Island, 
Neb., to overcome the ordinary scythe 
and snath display difficulties. The 
details of construction and the ad- 
vantages of the device are plainly 
shown in the picture. In form the 
rack somewhat resembles a small 
step ladder of the folding type. It 
is built of common one-inch lumber, 
fastened together with nails or 
screws. This fixture provides two 
receptacles for scythes, one for the 
long ones and another for the shorter 
sizes. In either case the sharp cut- 
ting blades are turned toward the 
center of the rack to avoid any acci- 


Hardware Co., Grand Island, Neb. 


sired. A rack of this kind, neatly 
painted and mounted on casters, 
would form a valuable addition to the 
display furniture of practically every 
hardware store. 


Westchester Dealers 
Hold Monthly Meeting 


Lewis H. Bronson, of the wholesale 
hardware firm of Bronson & Townsend, 
New Haven, Conn., addressed’ the 
members of the Westchester County 
Hardware Dealers’ Association at the 
last regular meeting, held May 20, at 
the Mount Vernon Hardware Co., 
Mount Vernon, N. Y., on “The Increas- 
ing Cost of Doing Dusiness.” 

In the course of his remarks Mr. 
Bronson said that, though the cost 
of doing business had very materially 
increased, it was also true that the 
volume of business had increased cor- 
respondingly. He said that pessimism 
about present business conditions was 
invariably produced by simply look- 
ing at the fact that costs had increased 
and neglecting to observe with proper 
attention the amount of new business 
that has developed since the war. He 
stated that he had found it to be the 
general opinion among Eastern retail- 
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ers that the present cost of doing busi- 
ness consumed 21 to 25 per cent of the 
total annual costs, and that a dealer 
should realize approximately 6 per 
cent annually on his investment to-day 
if he conducted his business on sound 
economic principles. 

Resolutions of sympathy and esteem 
were voted to the family of the late 
W. A. Wiggin, Yonkers, who died re- 
cently. Mr. Wiggin until this year 
had been treasurer of the Westchester 
County Hardware Dealers’ Association 
since the time of its organization, and 
had always been prominent in the ac- 
tivities of the association. Plans for 
the annual outing of the association 
were discussed and will be announced 
in the near future. The meeting was 
presided over by Amos B. Quimby, 
president of the association, and re- 
freshments were served at its conclu- 
sion. 


RECENT DEATHS 


John C. McCluskey of Houlton, Me., 
died at his home on School Street re- 
cently, following several weeks’ illness. 
He was fifty years of age, and had been 
associated in the hardware business 
with his brother, George McCluskey, 
who died a few weeks ago. He is sur- 
vived by a widow and five sons. 


George F. Duffrin, a hardware mer- 
chant, died at his home in Brooklyn, 
N. Y., recently, in his forty-third year. 


Charles D. Woodman, fifty-nine years 
old, and senior member of the firm of 
k. B. McKim of Boston, Mass., died at 
his residence in Westboro recently, from 
an attack of heart disease. He is sur- 
vived by two daughters. 


Thomas R. Lovell, one of the oldest 
residents of Bloomington, IIl., and for 
more than thirty years connected with 
the hardware firm of G. H. Read & 
Bro., died at his home recently. Mr. 
Lovell was born in Georgia seventy- 
four years ago, and was a Civil War 
veteran. He is survived by a widow 
and one son. 


Otto C. Hoenig died recently at his 
home in Chippewa Falls, Wis. He was 
one of the firm of Hoenig Bros., and 
entered the hardware business at an 
early age. 

Graham C. Perry, in the employ of 
the American Screw Company, Provi- 
dence, R. I., for many years, died re- 
cently in his eighty-seventh year. 


TRADE NOTES 
The W. W. Babcock Co., Crookes 
Lane, Rath, N. Y., manufacturer of 


ladders, etc., has increased its capital 
from $50,000 to $200,000. 


The Belknap Hardware & Mfg. Co., 
Louisville, Ky., is having plans pre- 
pared for a new building, 204 x 288 ft., 
to cost in excess of $500,000. The com- 
pany’s plant is located at Second and 
Washington Streets; William Hanover 
is president. 
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New Emblem for 


The Brooklyn Hardware Dealers’ As- 
sociation, Inc., at the regular monthly 
meeting May 13, adopted as the em- 
blem of the Brooklyn hardware trade 
1 novel design formed by super-impos- 
ng the letters of the word hardware 
inside of a keystone. The letters are 
blocked in, in black upon which the 
eight letters of the word hardware are 
traced in white. The lines of the key- 
stone are red. 

The design adopted at the May meet- 
ing was originated by John J. Snyder, 
past president of the New York State 
Hardware Dealers’ Association, and 
yne of the most active members of the 
Brooklyn association. 

An emblem contest was started by 
the Brooklyn association last fall and 
since that time many designs and sug- 
gestions have been presented at the 
regular meetings, but few of them met 
with the approval of either Henry 
Taylor, chairman of the Emblem Con- 
test Committee, or of the majority 
members of the association. At the 
April meeting Mr. Snyder presented a 
rough sketch of the super-imposed 
letter design which was highly com- 
mended by Mr. Taylor and indorsed by 
all of the members present. President 
H. R. L. Rohlfs empowered Mr. Snyder 
to perfect his sketch and at the May 
meeting the final design was presented 
and adopted by unanimous vote of the 
association. In presenting the emblem 
Mr. Snyder said in part: 

“There is no single product.nor any 
group of articles sold in hardware 
stores that could be called distinctively 
representative or emblematical of the 
hardware trade as a whole. The em- 
blem of the National Association is a 
padlock which has never, to my mind, 
been thoroughly representative of the 
hardware trade and which has become 
antiquated because every year padlocks 
are being sold less and less over the 
hardware counter. By itself the pad- 
lock is in no sense representative of 
the hardware trade generally, any 
more than any number of other articles 
sold by hardware dealers. 

“The drug trade has retorts of colored 
water, the pawn broker has_ three 
gilded balls and the barber a striped 
pole, but the hardware trade, as 
worthy and as time honored as any of 
these, has nothing distinctive in the 
way of an emblem. And since there is 
no one single article sold by hardware 
dealers that is distinctive in itself as 
a symbol of the entire trade, I have 
come to the conclusion that the only 
thing that is alone distinctive and 
thoroughly representative is the word 
hardware itself. Consequently I have 
taken that word as my design. I be- 
lieve its novelty will be an appeal. 
After people have once been told that 
every letter of the word hardware is 
represented in the design they will take 
it as a matter of course, and perhaps 
look for it when searching for a hard- 
ware store.” 





Brooklyn Dealers 


Mr. Snyder intends to have the de- 
sign presented at the National Retail 
Hardware Dealers’ Association con- 
vention at Buffalo in June with the 
backing of the Brooklyn Association. 
HARDWARE AGE is the first paper to 
publish this new emb'em by special 
permission and courtesy of Mr. Sny- 
der and the Brooklyn Hardware Deal- 
ers’ Association. 
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monthly publication of the Boosters, 
one month previous before voted on by 
the organization. -Chief A. J. Ewald 
ordered that the Johnson motion be 
printed in the “Boosts,” published in 
September, just before the first regu- 
lar meeting for the fall. A resolution 
of sympathy was voted to the family of 
the late W. A. Wiggin, Yonkers, who 
until this year had been treasurer of 
the Westchester County Hardware 
Dealers’ Association since its organiza- 
tion. It was also voted that a bouquet 





Here are all the letters of HARDWARE superimposed 


The Brooklyn dealers will hold a 
shore dinner at Tappen’s Hotel, Em- 
mons Avenue, Sheepshead Bay, May 
27. As many as possible will attend the 
annual outing of the North Jersey 
Hardware and Supply Dealers’ Asso- 
ciation to be held June 16, and the an- 
nual outing of the Brooklyn Associa- 
tion will be held during the middle of 
July, Mr. H. A. Cornell, chairman 
of the entertainment committee, an- 
nounced. 

Siegel Bros., 203 Nassau Avenue, 
and Chas. Franz, 3165 Fulton Street, 
were admitted to membership in the 
Brooklyn Association. 


N. Y. Hardware Boosters 


The Hardware Boosters held their 
last meeting of the season May 22 at 
the Hardware Club, 253 Broadway, 
New York. A motion was proposed by 
C. A. Johnson to the effect that all fu- 
ture proposals for appropriations of 
money from the association’s treasury 
be advertised in the “Boosts,” the 


of flowérs be sent to Harry Hanson, a 
member of the Boosters, who is confined 
to his bed with sickness. 

The report of the entertainment com- 
mittee was made by the chairman, R. W 
Scobell, who announced that the time 
and place of the annual outing of the 
3oosters would be announced by mail 
and through the pages of HARDWARE 
AGE in the near future. Mr. Scobell 
was empowered to make all necessary 
arrangements for the outing. 

The next regular meeting of the 
Hardware Boosters will be held the 
last Saturday of September at the 
Hardware Club. 


The Whitney, Bremner & Howe Co., 
Somerville, Mass., hardware, capital- 
ized for $45,000, consisting of 4500 
shares, par $10, of which thirty are 
issued, has been granted a Massachu- 
setts charter. John A. Bremner, 49 
Bow Street, is president; William E 
Whitney, 10 Sanborn Avenue, is treas- 
urer, and William S. Howe, 11 Wesley 
Park, all of Somerville, is clerk. 








Letters of a Sales Manager to His Men 
LXII 


Don’t Hunt For the Thistles! 


This is the sixty-third of a series of sales letters which, though intended primarily for 


traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of Harpware Acer, in which they will appear in succeeding issues 


through the year. 


ENRY WARD BEECHER in one of his noted sermons tells a story about an old donkey that his 
father owned and among the many chores that fell to the lot of Henry was that of feeding the donkey. 


Beecher tells of how he labored to fill the donkey’s hay rack with nice new-mown hay and after 
he had finished his labors the donkey would walk up to the rack and with his nose root the hay about until 
he found an old dried up thistle, and that darned old fool of a donkey would stand there and chew on that 
old thistle and let the good hay lay there for some other barnyard “‘critter” to eat. 


Some human beings make the same mistake and I don’t know but that I am one of them. 


We stand and chew upon some old dried-up business thistle instead of burying our nose in the new, 
wider, broader and bigger things that come to us. 


We allow ourselves to become wrought up over some trifling matter, and while out giving attention to 
it, miss the larger things. 


We stand in our own light by refusing or neglecting to grasp new opportunities and new responsibilities. 


We place too much stress and emphasis on the objections of some small caliber business man, and thereby 
pass unseen the hand outstretched to us by the merchant of bigger vision. 


We continue along, month after month, satisfying ourselves with a scant, non-profit-paying account in 
some town, when just around the corner is a merchant who will gladly put into our reach something besides 
thistles. 


What all of us need to do is to quit rooting around in the probiems of life for the thistles; to quit looking 
with suspicion upon every proposition that comes to us; to endeavor to tap some of the new sources of busi- 
ness and trade in our several territories. 


One seeming little small order to-day, if it be a new account, may mean the opening of one of vour very 
best ones. 


Just as the men in the world must constantly seek for new sources of wealth to replace old veins almost 
worked out, so must the commercial traveler seek constantly for new accounts (new veins of business). 


He must learn that a large per cent of his old customers are now buying what may be rightly considered 
their “peak” of purchases from him. 


He must realize that only in a very limited way can he increase his present volume of sales with his old 
customers, and that therefore the increase in sales that he is going after this year, in order that his pay 
check may grow in size, can and must come from new accounts, constantly and everlastingly developed. 


Look, therefore, to that part of your work for your opportunity for growth. 
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Display Used Successfully by Louis Hanssen’s Sons, Davenport, lowa, in Selling Wooden Handles 


\ Window That Sold Handles 


A recently attractive window dis- 
play featuring ordinary wood handles 
is something very rarely found. 
Most retail hardware dealers carry 
a more or less complete line of han- 
dies and regard the line as a really 
profitable one. However, the idea is 
prevalent that it is practically im- 
possible to trim a window with this 
type of merchandise. 

F. O. Brown, window trimmer for 


Louis Hanssen’s Sons, Davenport, 
lowa, has demonstrated the fallacy 
of this idea in the display which we 
illustrate. In trimming the window, 
Mr. Brown mounted the smaller han- 
dles by driving 4d. finishing nails at 
equal distances around the circular 
display boards, and slipped the han- 
dles over the nails. Of course it was 
necessary to bore smali holes in the 
ends of the handles, which were solid 





throughout, but this did not impair 
their usefulness in any way. The 
file handles were already bored and 
were easily mounted. The details 
of the trim can be readily seen in the 
illustration. 

If your sales have 
lighter than trade territory 
would seem to warrant, the fault is 
probably one of display. Put Mr. 
idea to work in that show 
window of yours, and get your share 
of the business. 
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Plenty of razors were sold as a result of this careful window display. 
and the single set of razors on the window floor were readily 
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WHICH WAY ARE THE “TRADE WINDS” 
REALLY BLOWING? 


T is high time that a certain type of American 
business men cease worrying, and take com- 
fort from some plain, easily-discoverable facts. 

I sense a tendency on the part of a few business 
men here and there to construe present unusual 
commercial conditions as the inevitable forerunner 
of panic conditions. 

Also, I can put my finger on what I consider a 
very stupid inclination among certain thoughtless 
persons to shrug their shoulders at any mild sug- 
gestion that the business of this country is not 
necessarily going to blow up with a loud and reso- 
nant crash within the next eighteen months! 

If one has the interest to chase this pessimism to 
its source, then puts that source under the magni- 
fying glass of intelligent, uninflamed business 
analysis, of what does he find it to consist? 

Just this: Commodities are very high; the con- 
suming public is crying more nearly in unison 
every day for lower prices; labor is in an aggra- 
vated state of unrest; and commercial, social and 
political conditions in Europe are generally bad. 

Granted—every bit of it! 

But, even so, bear with us while we de- 
cline to become frenzied over these things, and 
allow us for a moment to put the facts through a 
laboratory test. 

Which way are the “trade winds” really blow- 
ing? 

So far as I know, or can find out, no business 
depression in the United States ever occurred in or 
immediately followed a period in which money 
was anywhere nearly as plentiful as it is to-day 
and has been for two years—with a record-break- 
ing gold balance to justify and even necessitate it. 

So far as I know, no commercial cataclysm in 
this country of ours has ever come at a time of 
conspicuous wnder-production of necessities. 

And so far as I know, or can find out, no real 
business paralysis has ever accompanied or imme- 
diately succeeded a time when the workingman— 
or the farmer—was anywhere nearly so much the 
master of his financial destiny as he admittedly is 
to-day. 

Truly, I think the well-known volatile temper of 
the American business man has never been more 
strikingly demonstrated than in this silly inclina- 
tion on the part of a few of him to mistake the 
probably approaching readjustment of commercial 
matters for a stagnation. 

And here, I think, we get the real answer: We 
shall have a clarifying of industrial relations, a 
straightening-out of commodity values, and per- 


haps of trading prices and profits ratios—but a 
panic, a business depression, a period of radical] 
commercial curtailment, NO! 

What I am principally quarreling with is the su- 
perficial character of the judgment that a few self- 
appointed calamity-howlers always insist on apply- 
ing to a business situation whenever it is anything 
but 100 per cent rosy. 

They like to interpret a prospective, natural eaus- 
ing-off of abnormally high prices as a _ bottom- 
dropped-out affair. 

They view an upset labor situation as forecast- 
ing an industrial tragedy—entirely forgetting, ap- 
parently, that a labor crisis never comes when pro- 
duction of living necessities is tremendously under 
normal requirements. 

To them the unparalleled accumulation of gold 
reserves in this country at present, with its un- 
avoidable influence toward high prices, high wages 
and popular extravagance, means nothing at all! 

Two years ago everyone was proclaiming, truth- 
fully, that “business in the United States is just 
entering an era of the greatest prosperity it has 
ever known.” 

Right!—and we ARE in it, and, if we will merely . 
ignore or suppress the stupid croakers, we shall 
easily continue in prosperity for many years! 

If I should epitomize the worth-while statements 
made to me of late by the worth-while men of busi- 
ness, they would come down to about this: 

“Let’s not even dream of poor business while 
all about us we have, and must for a long time 
have, elements that make business secure.” 

Those who are the real thinkers can see business in 
the United States on nothing but a solid founda- 
tion—made so by practically every economic fae- 
tor required for commercial security. 

Yes, prices are going to be revised downward, 
some time; broadcast personal extravagance is go- 
ing to run its course, and prosperous sanity return ; 
labor is going to rub its eyes clear and jump enthu- 
siastically into the pleasant and profitable work of 
making production more nearly match the demand 
for it. 

Who are going to straighten out the situation, 
and bring America’s business to its proper basis 
without interrupting it? 

The American people themselves—of course! 

They have always been able to get about any- 
thing on earth that they wanted. They are always 
the final controlling factor in our business life, if 
they wish to be. 

They don’t want business depression. 

Therefore, we are not going to have it. 


By Everitt B. Terhune, 
Manager Boot and Shoe Recorder. 
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Price Maintenance Legislation Halted 





‘Congress Unwilling to Impede Price Reduction Movement— 


Gompers Attacks Anti- Labor Congressmen — Storing of Coal 


WASHINGTON, May 31, 1920. 


HE tidal wave of a retail price 
r reduction that is sweeping the 

eastern part of the country 
has had an unexpected effect upon 
the legislative program of Congress. 
It has brought to an abrupt halt the 
movement to secure the passage of 
price-maintenance legislation which 
has been vigorously pushed during 
the past sixty days. 

In the judgment of Congress, the 
campaign to bring down the cost of 
living should not at this time be 
embarrassed by any legislation de- 
signed to limit price-cutting. This 
does not mean that Congress ap- 
proves of the slashing of prices of 
identified merchandise under normal 
conditions, but simply that Repre- 
sentatives and Senators feel that in 
this great emergency merchants 
should not be embarrassed by any 
statute that might interfere with 
the very laudable purpose which is 
now moving so many wholesalers and 
retailers to meet the popular demand 
for lower prices. 


Need Campaign of Education 


The advocates of price-mainte- 
nance legislation insist that a well- 
balanced law would be in the inter- 
est of a lower cost of living and 
have adduced some strong arguments 
in support of this theory. A cam- 


paign of education would have to be 
undertaken, however, to explain the 





By W. L. CROUNSE 

matter to the public, hence Congress 
is disposed to defer action on the 
Stevens bill at the present time. 

A few days ago a prominent na- 
tional association of manufacturers 
forwarded to Chairman Esch, of the 
House Committee on Interstate and 
Foreign Commerce, the following 
resolution adopted at its annual 
meeting recently held in New York 
City: 

“Whereas, The Supreme Court in 
the so-called Colgate case has un- 
qualifiedly affirmed the right of the 
manufacturer to fix the price at 
which his products shall be resold 
and may refuse to sell to dealers 
who do not maintain such prices; 
and 

“Whereas, The court, in the case 
referred to and in other decisions 
dealing with the question of price 
maintenance, has declared that a 
formal contract made between the 
manufacturer and dealer is void in 
the present state of the law on the 
subject, ‘and 

“Whereas, No thoroughly 
factory or effective method of secur- 
ing the adherence of dealers to resale 
prices fixed by manufacturers is pos- 
sible in the present state of the law; 
therefore, be it 

“Resolved, That this Association 
in annual convention assembled 
earnestly urges upon the attention 
of Congress the desirability of enact- 
ing a carefully framed law based 
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satis- 


upon the principles underlying the 
so-called Stevens Bill specifically le- 
galizing price maintenance by such 
methods as will render effective price 
schedules fixed by manufacturers 
while throwing adequate safeguards 
around the interests of the consu- 
mer; and be it further 

“Resolved, That a copy of these 
resolutions be forwarded to the 
Chairman of the House Committee 
on Interstate and Foreign Com- 
merce.” 


Chairman Esch’s Views 


In a courteous letter to the secre 
tary 6f this association, Chairman 
Esch acknowledges receipt of the 
resolutions and in reply says that in 
view of the existing high prices and 
the general movement to reduce them 
the House Committee is of the opin- 
ion that price-maintenance legisla- 
tion should be deferred until condi- 
tions are more nearly normal. Mr. 
Esch adds that the Committee dur- 
ing the present Congress has been 
so busily engaged on railroad and 
other transportation matters that it 
has not had time to take up miscel- 
laneous bills. 

Notwithstanding the conditions to 
which Mr. Esch refers, a number of 
the largest national associations of 
manufacturers and merchants have 
recently memorialized the House 
Committee on Interstate and For- 
eign Commerce urging the passage 
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of some measure based on the prin- 
ciple underlying the so-called Stevens 
bill. 

In the majority of these memorials 
the attention of Congress is called to 
the decision of the Supreme Court 
in the Colgate case, sustaining the 
right of manufacturers to fix prices 
and to refuse to sell to price cutters, 
but it is pointed out that the small 
manufacturer derives little protec- 
tion under this decision. 


Legislation Emphasized 


“Notwithstanding the favorable 
decision in the Colgate case,” says 
one of these memorials, “the neces- 
sity for legislation concerning price 
maintenance is really emphasized by 
the attitude of the courts. Few 
manufacturers are strong enough to 
compel retailers to observe fixed re- 
sale prices through fear of having 
their supplies cut off. 

The large corporations having ex- 
clusive control over a popular brand 
of merchandise, or over a consider- 
able number of such brands, would 
have no difficulty in dictating prices 
to retailers, but a smaller concern 


Necessity for 


controlling but a few brands, and 
those not nationally advertised, 
would have but little influence with 
the distributors, as retailers would 
have no difficulty in procuring other 
goods if supplies should be cut off. 

The existing situation seems to 
call for the prompt enactment of 
Federal legislation permitting manu- 
facturers to make valid contracts 
with jobbers and retailers for the 
maintenance of list prices for trade- 
marked or otherwise identified mer- 
chandise. The interests of the con- 
sumer should, of. course, be safe- 
guarded, and this is proposed by the 
provision of the Stevens bill requir- 
ing lists of fixed prices to be filed 
with the Federal Trade Commission, 
subject to the Commisison’s deter- 
mination as to reasonableness in the 
event that they should be called in 
question by any responsible interest. 

Advocates of price-maintenance 
legislation expect no action by Con- 
gress at the present session, but they 
are hopeful that soon after the elec- 
tion the House Committee will take 
up the Stevens bill for serious con- 
sideration. 


Organized Labor Goes After Congress 


\ 71TH a flourish of trumpets, Sam- 
uel Gompers, President of the 
American Federation of Labor, an- 
nounces that the program of the Fed- 
eration to defeat all its political en- 
emies in the November elections has 
been completed and that campaign 
work in accordance therewith will 
begin forthwith. Senators and Con- 
gressmen who have not voted “right” 
on all labor questions will please 
begin trembling in their boots. 

The executive council of the Fed- 
eration has compiled a political black- 
list containing the names of Senators 
and Representatives whom it con- 
siders “inimical to the interests of 
organized labor.’’ The four million 
voters alleged to be enrolled under 
the banner of the American Federa- 
tion of Labor will be called upon to 
use the ballot to defeat all candi- 
dates on the blacklist. 


It may be assumed that Depart- 
mental officials, who cannot be 
reached by the ballot, will be hounded 
out of office as soon as a pro-labor 
Congress has been elected. That 
should be an easy matter. 

Gompers is very complacent con- 
cerning the political outlook and as- 
serts that the order of the executive 
council of the Federation “indicates 
satisfactory progress of the cam- 
paign to defeat the enemies of labor 
and to elect its friends.” The Fed- 
eration officials decline to make pub- 
lic their blacklist and there is a sus- 
picion that they are withholding it 
for the purpose of revising it. 

It is an old trick of the Federation 
to declare war on Congress before 
every election and then to claim 
credit for the defeat of every mem- 
ber whom his constituents have 
elected to stay at home. 


Why You Should Store Coal 


Ts Bureau of Mines is about to 
publish an effective little cate- 
chism designed to stimulate the stor- 
age of coal for the purpose of sta- 
bilizing the demand on the coal min- 
ing industry throughout the year. 
It will pay you to cast your eye over 
the following extract: 
Who should store coal? 


imer should store what 


Every cons 


he Cal 


The domestic consumer’ should 
place his order early in the spring 
and store his supply as early as he 
can get it. 

Power plants should maintain a 
reserve supply, adding to and sub- 
tracting from the storage so as to 
make uniform deliveries possible 
through the period of the year most 
favorable to transportation. A _ re- 
serve supply, sufficient for 30 to 90 
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days’ continuous operation, is desir- 
able. 


Why store coal? 


To guard against interruptions of 
supply. 

To take advantage of lower prices 
in the spring and summer. 

To give steady employment to mi- 
ners instead of seasonal employment. 

To transport coal in good weathe) 
when it costs less. 

Would Cut Cost of Coal 
What would be the result of more stor- 
age? 

It would permit coal mines to op- 
erate continuously instead of inter- 
mittently. Intermittent operation in- 
creases the cost per ton for mining, 
and makes the yearly return to labor 
low. These conditions contribute to 
serious instability and unrest in one 
of the fundamental industries of the 
country, and this can be changed 
only by coal buyers doing their part 
to insure steady work. 

The railroads are now required to 
transport a maximum amount of coal 
during the winter months when traf- 
fic is most interfered with by bad 
weather, and when the maximum 
amount of coal is used by the rail- 
roads to handle other coal. The rail- 
roads now use nearly 30 per cent of 
the total output of coal. About one- 
third of their freight traffic is haul- 
ing coal, so that economy of fuel used 
by the railroads will produce a con- 
siderable gross saving. 

Railroads are required to transport 
large amounts of coal in the autumn 
months when they are operating un: 
der pressure to move the crops. Ii 
some of this load can be transferret. 
to the spring and early summer 
months, when crop transportation is 
at a minimum, further economies 
will be effected. 


Would Help Retailers 


Would retail dealers benefit by early 
ordering and storage? 


The cost of delivery is less in 
spring and summer, when the work 
of delivery crews can be well planned 
and be made continuous, than in win- 
ter, when bad weather may interrupt 
deliveries. 


What are the objections to storing coal? 


Money is tied up for some montht 
unless deferred payments can be ar 
ranged. 

If coal must be rehandled this in- 
creases the cost. 

If the coal is friable every handling 
produces fine coal or slack which, in 
excess, is somewhat difficult to burn 
efficiently. 
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Storage facilities cost money to 
provide, maintain, and operate. 

If fine coal is stored, there is some 
risk of spontaneous combustion of 
coals other than anthracite. 


Does coal deteriorate in heating power 
when stored? 


There is no appreciable loss of 
heating power because of age. 


Is there chance of loss in the storage 
of coal? 


Sometimes coal heats spontane- 
eously. If allowed to heat too much 
it loses in heating value and must 
be removed and cooled. This makes 


an expensive rehandling. Consider- 
ing the number of storage operations 
this chance is extremely remote. 


Is this true of amthracite coal? 

No. 

What kinds of bituminous coa! can be 
stored? 

Any kind, providing proper pre- 
cautions are taken. Some kinds of 
bituminous coal are more liable to 
spontaneous combustion than others, 
but it is not possible to say of any 
given kind of coal that it will or will 
not ignite under favorable condi- 
tions. 


Higher Duties on Zine 


A BILL imposing additional duties 

on zinc has just been reported to 
the Senate by Senator Watson, who 
is pulling the laboring oar in the 
Finance Committee in the absence 
of Chairman Penrose, who has not 
yet sufficiently recovered his health 
to resume active work in the Senate. 
In view of the interest of the hard- 
ware trade in the zinc situation, I 
quote the following extract from 
Senator Watson’s report: 

“The condition of the zinc-mining 
industry in the United States pre- 
sents an emergency situation that 
necessitates immediate relief. Be- 
cause of war conditions the United 
States is threatened with becoming 
the dumping ground of zinc ore frona 
all parts of the world. 

“Foreign ores before the war were 
consumed by the smelters of Europe 
which were largely located in Bel- 
gium, Poland, and Germany. As a 
result of the war, these smelters 
have either been destroyed or dam- 
aged so that they are unable, and 
will be unable for a considerable time 
to absorb the foreign production of 
zine ore, and the only place to which 
these foreign ores can come is the 
United States. 


Flood of Foreign Ore Threatens 


“Four hundred thousand tons of 
zine ore are now piled on the docks 
of Australia ready for shipment. 
During the war this influx of foreign 
ore was prevented by restrictions 
which prohibited the use of bottoms 
within which the ore could be trans- 
ported, but that restriction has now 
been removed. 

“The Mexican production of ore 
is a constant menace to the United 
States. Zinc ore can be produced in 
Mexico at a far less cost than it is 
possible to produce it in the United 
States with the wages paid to Amer- 
ican workmen. -The American situa- 
tion will instantly become worse as 





the conditions in Mexico enable in- 
creased production of Mexican ore. 

“In the Joplin district whole min- 
ing camps are idle without a single 
man working and the mills have been 
sold or moved away for second-hand 
works. This is also true in Kansas 
around the Galena district and it is 
also true in Arkansas. 

“Out of eighty-seven mills which 
were operating in the Webb City dis- 
trict, which is a part of the Joplin 
district, only two are in operation 
now. In Webb City one-third of the 
inhabitants have left and there are 
400 empty houses, of which more 
than one-third are owned by miners 
who were themselves householders. 


Industry Prospered Under Protection 


“The framers of the Tariff Act of 
Aug. 5, 1909, recognized the neces- 
sity of an import duty on zinc ores 
and levied a duty of 1 per cent. per 
pound on the metallic contents of the 
higher grade ores. Under the stimu- 
lus thus afforded, together with the 
decreased imports from Mexico, due 
to internal troubles, the zinc-mining 
industry in the United States has 
prospered. 

“The Tariff Act of Oct. 3, 1913, 
repealed the specific duties on zinc 
ores of the Payne law and in lieu 
thereof imposed an ad valorem duty 
of 10 per cent. Importations under 
this ad valorem rate have been de- 
moralizing to the domestic industry. 
The importations of zine ore in 1915 
amounted to 79,000 tons, in 1916 to 
291,000 tons, and in 1917 to 262,000 
tons.” 

It is improbable that any attempt 
will be made to pass this bill before 
the summer recess, but it will prob- 
ably be taken up early in the fall and 
vigorously urged. In view of the 
narrow margin of Republicans in the 
Senate, there is promise of a lively 
debate on the measure. 

Unless Congress acts promptly on 
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the Fordney Anti-dumping bill, the 
British Government will beat us to 
it. Advices received by the Depart- 
ment of Commerce are to the effect 
that a bill to prevent dumping and 
to foster “key” industries was pre- 
sented in the House of Lords more 
than a month ago and will soon be 
placed on its passage. 

Under the proposed legislation, the 
British Board of Trade, charged with 
the administrating of the law, will 
prohibit the importation of any class 
of goods into the United Kingdom 
when it appears that the prices ha- 
bitually charged by the consignor 
thereof, or the prices at which such 
goods are sold or offered for sale in 
the United Kingdom are less than the 
prices at which similar goods are 
sold in the ordinary course of busi- 
ness in the country of origin. The 
Board may, however, in its discretion 
permit the importation of such goods 
under proper restrictions. 

A New Wrinkle in Protection 

The fostering of “key” industries 
is a comparatively new development 
in national economics. Such indus- 
tries are defined to be those on which 
the national safety and the progress 
of domestic industry are based and 
which are sustained by raw materials 
supplied entirely or chiefly from 
abroad. Very nice discrimination 
will be required in the handling of 
this problem, as there will always be 
a conflict of interests between those 
engaged in the “key” industries 
and those who are seeking to produce 
at home the raw materials therefor 
as substitutes for the materials of 
foreign origin. 

The British Board of Trade has 
tackled some difficult problems in its 
time, but this is one that will test the 
soundness of its judgment and the 
quality of its backbone. 

TRADE NOTES 

Edward C. Clay, who for a great 
many years was employed as an en- 
gineer by the Walworth Mfg. Co., Bos- 
ton, died recently at the home of his 


son-in-law, Rev. Edward FE. Small, 

Lynn, Mass., aged eighty-six 
Valentine B. Chamberlain, Jr., has 

been made assistant to Malcolm Far- 


mer in management of the rolled steel 
department, Stanley Works, New Bri- 
tain, Conn., hardware. Russell C. Ger- 
mond takes Mr. Chamberlain’s place as 
superintendent, cold rolled de- 
partment. 

The Devoe & Raynolds Co., 565 
Smith Street, Brooklyn, manufacturer 
of paints, varnishes, etc., has had 
plans prepared by Architect Fred. A, 


stee 


Phelps, Union Building, Newark, N. J., 
for a new four-story plant at Hamil- 
ton and Smith Streets, 55 x 175 ft. 














Publicity for the Retailer 


Effective Presentation of Floor Paint—Cool Kitchens 
and Oil Stoves Combine to Make Results Getting Ads. 


Here’s a Result Getter 
No. 1 


The Haynes Hardware Company’s 
ad sent us by the firm which is located 
in Emporia, Kan., shows you how to 
advertise floor paint in such a manner 
that makes a lasting impression on the 
home owner. 


(3 cols. x 10 in.) 


The center of interest in this ad is 
the home and its improvement as con- 
cerns one detail—floors. After atten- 
tion has been focussed on this leading 
thought, the virtures of the particular 
brand of paint advertised are then 
brought out. 

Get the interest of the reader from 
his point of view before you start talk- 





| 
| Keep Your Kitchen Cool 


This Summer 

















sweet contentment. 





Why should you have to stand over 
a hot coal stove during the hot sur 
mer days? 

When you can get a serviceable oil 
stove at a moderate price 

Keep cool and keep fit by using a ry 
Quick Meal oil (common kero 


seng) stove 


Quick Meal Oil Stove 


Perfect in every line; a thing 
of beauty and wonderful 
utility. The housewife is 
delighted; the days pass in 























Newbouy's Mordacre CC. 





Time Now to Talk “Cool Kitchens” 
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ing what’s on your mind in the way 
of a sale. If more hardware dealers 
would gauge their paint ads in this 
way, they would secure far better re- 
sults. 


This is just the time when home 
owners are making improvements 
building, overhauling and painting. 


Paint ads will pay big just now if you 
first get the right slant and talk up 
what your paint will improve first, 
rather than how many coats it is good 
for. 

It will be noticed that this ad fea- 
tures the slogan: “Save the surface 
and you save all,” which is the phrase 
at present being used in the wide- 
spread advertising campaign of the 
paint and varnish manufacturers. 

This ad is very capably arranged as 
regards the placing of type, display 
lines and cut: the eye is led into the 
cut and its caption by means of the 
opening paragraph and the larger size 
of type used for the sub-display. 


The Campaign for Cool Kitchens 


No. 2 (4 cols. x 10 in.) 


About the time you receive this copy 
of HARDWARE AGE, the weather will 
be about right for an announcement on 
the order of Newberry’s. 

The subject of cool kitchens is an 


important one with the American 
housewife and advertising calculated 
to show how cool kitchens may be 


achieved is advertising that is going to 
pay. 

The Newberry ad is particularly at- 
tractive: exceptionally clear illustra- 
tions are used and the text matter is 
open and inviting to the eye at first 
glance. 

In the opening paragraphs, the cool 
kitchen problem is shown to be easy 
of solution and the important angle of 
moderate cost is stressed. Easy in- 
stallation is, of course, a paramount 
feature of the oil stove and we notice 
that this point has been omitted. Don’t 
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Crows Hate vinngeal 


COAT YOUR SEED-CORN with PYROX, and pr 
crows fr b ng it up and worms from damaging ut 
little Pyrox goes a great way in this direction. A pound 
will coat a pailfu 
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A Striking Display Arrangement 











forget to mention it in subse- 
quent oil stove announcement. 

We direct special attention to the 
display arrangement of this ad where- 
in the cuts are placed in rule boxes 
which serve to both set them off and 
give greater prominence to the text. 

It is a well-known fact among re- 
tailers that people procrastinate in re- 
gard to making seasonal adjustments 
in the home, and this combined with 
a cold spring makes oil stove advertis- 
ing particularly pertinent at this writ- 
ing. 

We might say, in concluding, that 
we don’t believe it wise to make any 
reference to fire safety in advertising 
oil stoves. Many dealers brought in 
that point last season, but the gen 
eral safety of the oil heater and of the 


every 


oil stove does not warrant any refer 
ence to fire hazards. There is such a 
thing as banging away at your com 


petitor and hitting yourself hardest 


Enlarging the Tool Market 
No. 3 (3 cols. x 7 in.) 
If manufacturers of tools could pre 
pare an accurate report as to the final 


destination of their tools, it would be 
apparent that a new class of tool pur 
chasers has come into being with the 
advent of high labor charges and 
scarcity of workmen. 


Three paragraphs in the Breeze ad, 
sent us by W. T. Breeze Brookville, 
Ky., sum up the situation nicely and 
no phrase is truer than this: ‘Now 


you buy your own tools and do your 
own work.” 


We have seen men do feats in car- 
pentry which a few years ago would 
have seemed impossible to them. But 
jobs have to be done and the home 
owner buys his tools and gets them 
done somehow or other. 

Consequently the Breeze ad is a 


mighty good approach at the present 
time. We would run another of these 
tool ads and use for the heading the 
phrase we just quoted which was taken 
from this ad. 


A suggestion which we believe will 
help the hardware dealer dispose of 
more tools is this: Feature in your 
ads a tool assortment for the home 
owner, enough tools to enable him to 
do repair work and small additions or 
improvements about the house. Show 
this assortment in your windows and 
have the ads and window tie up. Many 
a new home owner is in doubt as to 
just what tools he ought to have, and 
when you sell him the assortment idea, 


you are going to get all his business 
instead of only a portior of it as he 
buys it from time to time by piecemeal! 
Don’t confuse this ‘idea with a _ too] 
chest; it is a spec al and dis dea 


to meet a special occasior 
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Getting After the Crows Ei 
r , TS A 34 
No. 4 (2 cols. x 6 in.) AYN « 

The Buchanan Hardware Company, eo 3 
Richfield Springs, N. Y., sent us the AYN EE a 
ad on Pyrox and Miss E. L. Porter, ad ee et Oe Matint ten © 
vertising manager, tells us that the ad — —— 
tied up to an effective window display, Effective Talk on Floor Paint 
consisting of various sized window 
cards, an assortment of Pyrox and a tention than were it unheralded and 
carecrow labeled: “Use Pyrox for a left to the chance gaze of the passer- 
Searecrow.” by. 

It is the practice of the Buchanan The crow in this ad provides a very 
Company to tie each ad to a window effective display medium and one can 
display. The great virtue of this policy hardly pass over the ad on the news- 
is that it gets people in the habit of paper page. The heading is certainly 
following the windows and as the ad- short and snappy, and it conveys to 
vertising indicates what is in the win- the farmer in three words more than a 
dow, the display usually gets more at- whole paragraph might. 

for go ar oye Sarg ot ore Sereccs | 5 seg es ; 


In the upwa 


first lesson i 





Success today, 


civilization no step was 
more important than the 


TOOLS [3 


both national and indiv 


rd march of \ Zo 


+ 
-% 
a 





n the use of 


idual, is largely due to machinery and tools 


as against a savage mob attacking nature with bare hands. 


Education is learning to use TOOLS. 

Once upon a time when you needed w 
tools who did your work. 

“Those were the happy days. 

Now you buy your own tools and do y 

All of this leads up to the point wher 

Tools for the Household, the Farm, 
the Blacksmith, the kind you need. 


You have been buying them here for almost 
The stock is as complete as can be made under present conditions. 
select the tool you need, buy it, 


ed to come in look over the stock, 


the ¢ 


o:k done you called in a man with his own 


our own werk. 
e have them for sale 
the’ Garden, 


e . cu need Tools and w 
arpen‘er, the Yard, the Garage 
i quarter of a century. 

YOU are invit- 


then go home and do 


that much needed repair that YOU will have to do. 
We still have in stock that fast disappearing article, NAILS 


W.TBreeze. 


Brooks 


ville 





Harness, 





Hardware, 


Auto Supplies, 


Stoves. 











This 


Will Create New 


Tool Prospects 
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on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 


| MARKET REPORTS 








Office of HARDWARE AGE, 
New York, May 29, 1920. 

r NHE local hardware market during 

the past week was somewhat 

quiet, as far as wholesalers were 
concerned. The retail trade was active 
but hampered by a continually grow- 
ing shortage of goods. The continued 
shortage of goods is causing both job- 
bers and dealers not only embarrass- 
ment but in some instances actual loss. 
There was a rumor the early part of 
the week that some price recessions 
were likely but nothing materialized, 
and many of the local jobbers are 
frankly skeptical about any price reduc- 
tions taking place because of the lim- 
ited production in most of the mills 
and factories. 

The freight situation in and around 
New York is very acute. The Mer- 
chants’ Association has started a cam- 
paign to raise $500,000 for the purpose 
of organizing an independent trucking 
business operated on the principles of 
the “open shop,” to combat the long- 
shoremen’s and truckmen’s strikes that 
have tied up transportation of freight 
on the coastwise lines running into 
New York for the past two months. It 
is believed by many merchants that the 
time has come for drastic action and a 
complete “showdown” between the mer- 
chants of the city and the labor unions. 

Several price advances were reported 
during the week. 

The Bommer Co. of Brooklyn, manu- 
facturer of hinges, has issued a new 
price list; the new discount on the 
whole list is now 50 per cent off. 

Taintor Manufacturing Co., New 
York, advanced prices on saw sets 10 
per cent. 

The Chicago Spring Butt Co. is now 
quoting 50 per cent off on_ hinges. 
Kirsch curtain rods have advanced 10 
per cent. 

Axes.—We quote herewith prices 
prevailing on axes for future deliver- 
ies. Jobbers report that comparatively 
few future orders are being received. 
There is noticeable a marked conserva- 
tism on the part of many retailers, and 
a general hesitancy about placing fu- 
ture orders. 

Long Island axes, 242 to 3 lb., $23.15 
per doz.; 2% to 3 Ib., $23.15 per doz. 
Conn. pattern axes, 3 to 34, lb., $23.15; 
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3% to 4 lb., $23.40 per doz. Flint Edge 
axes, 34, to 4% lb., $23.68; 4 to 5 Ib., 
$23.94 per doz. Dack axes, $21.55 and 
fire axes, $30 per doz. All less 5 per 
cent, crate lots of half dozen. 


Bolts and Nuts.—There was a slight 
falling off of interest in both of these 
items during the past week. 


Common carriage bolts, all sizes, are be- 
ing quoted list plus 5 to plus 10 per cent. 
Machine bolts, all sizes, 5 per cent off to 
list net. Stove bolts are being quoted 50, 
10 and 5 to 60 and 5 per cent. Common 
tire bolts, 40 per cent; sink bolts, 50, 10 
and 5 to 65 per cent. 

Hexagon machine screw nuts, 
per cent; brass, 4 to 8 in., 50 ; 
10 to 12 in., 83% and 5 per cent; 14-in., 
33% per cent. Stove rods, 33% per cent. 
Lock washers, 40 per cent, 

Iron rivets are generally held at 20 per 
cent. Black tinners’ rivets, 20 per cent. 
Tinned tinners’ rivets, 30 and 5 per cent. 


Farming Tool Handles.—There still 
seems to be quite a fair amount of in- 
terest for this line and many large or- 
ders have been unfilled because of job- 
bers’ inability to get enough goods. 


Farming tool handles’ generally are 
quoted in this section at discount plus 5 
per cent. Pick, sledge, hammer and hatchet 


iron, 25 


handles are quoted discount plus 25 per 
cent. Axe handles discount plus 35 per 
cent. 


Fly Traps and Swatters.—There is 
still a vigorous demand for wire goods 
of all kinds and fly traps and swatters 
are receiving their full amount of at- 
tention, jobbers report. 


Fly swatters, wire mesh cloth, corduroy 
bound, wooden handle, $1.20 per doz.; wire 
cloth, black enamel handle, $1.50 per doz. 
Tempered steel wire, black wooden handle, 


14% in. over all, $1.70 per doz. 

Fly traps, galvanized wire cloth, tin 
cover and base, height 5% in., diameter 
4 3/16 in., $1.60 per doz. Black painted 
wire cloth, tin base and cover, $3.50 per 
doz. 


Galvanized Ware.—Some of the 
larger dealers received small consign- 
ments of galvanized sheet during the 
past week, but everything was sold on 
back orders, they report. The shortage 
in galvanized ware is apparently very 
extensive. 


Galvanized sheet 
No. 28 gage, $10 to 


is still being quoted: 
$11 base per 100 Ib. 
Other items are: Galvanized pails, 8-qt., 
$4.90 per doz.; 10-qt., $5.60 per doz.; 12- 
qt., $6.15 per doz.; 14-qt., $6.90 per doz.; 
16-qt., $8.30 per doz. Extra heavy galva- 
nized pails, 12-qt., $8.10 per doz.; 14-qt., 
$8.95 per doz.; 16-qt., $13.10 per doz. Gal- 
vanized wash tubs, No. 1, $16 per doz.; 
No. 2, $17.85 per doz.; No. 3, $21 per doz. ; 
fire pails, galvanized, with flat bottoms, 
painted, $7.60 per doz. 


Game Traps.—A few jobbers say 
that they have received orders for 


traps, but report that many of the 
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manufacturers are sold up for the bal- 
ance of the year and cannot take addi- 
tional business. 


“Triumph,” with chains: No, 0, $1.71 
per doz.; No. 1, $2.01 per doz.; No. 1\ 
$3.05 per doz.; No. 2, $4.21 per doz.; No. 3, 
$7.14 per doz.; No. 4, $8.60 per doz.; No 


42, $16 per doz. 

Garden Tools.—If local jobbers could 
get enough garden tools to satisfy the 
demands that are still being made they 
would probably be able to handle little 
other business. Garden tools of all 
kinds are extremely hard to get and 
the demand will probably continue, in 
the opinion of many jobbers, well into 
the fall and winter because many deal- 
ers have not received even a quarter of 
what they ordered. 


Lawn rollers are being quoted list plus 
10 per cent. 

Socket hoes are $8.84 to $9.50 per doz 
riveted shank hoes, blue finish, $4.01 to 
$4.10 per doz.; solid shank hoes, bronze 
tinish, $7.97 to $8.60 per doz.; mortar hoes, 
9 in., $11.41 to $11.80 per doz. 

Hedge shears, 8 in., $1.40 each: 9% in 
$1.65 each; 10 in., $1.90 each; No. 161 
& in., $1.50 each; 9 in., $1.75 each; 10 in., 
$2.05 each. 

Malleable iron rakes, 10-tooth, $4.56 per 
doz.; 14-tooth, $5.11 per doz.; 16-tooth 
$7.42 per doz.; steel rakes, 10-tooth, $7.60 
to $8.90 per doz.; 14-tooth, $9.15 to $10.45 
per doz.: 18-tooth, $10.65 per doz. Wooden 
lawn rakes, wooden bows, $5.78 to $6.50 
per doz. ; steel bows, $7.50 to $8.05. Wooden 
hay rakes, 2 wire bows, $4.95 per doz.; % 
aluminum bows, $7.81 per doz.; 2 wooden 
bows, $4.80; 3 steel bows, 4 

Spading forks, 4 tang, malleable D har 
dle, strapped, $11.82 per doz.; wooden ID 
handle, strapped, 4 tang, $15.40 per doz 


4 tang, extra heavy, wooden D handle 
$17.71 per doz. ; 
Manure forks, 4 tines, strapped, 4%4-ft 


handle. $12.79 per doz.; 4 tines, plain fer 
rule, 41%4-ft, handle, $11.33 per doz. ; 5 tines 
strapped ferrule, 44%4-ft. handle, $15.10 per 
doz.: 4 tines, wooden D handle, plain fer- 
rule, $13.74 per doz.; malleable D handle 
4 tines, plain ferrule, $11.04 per doz. ; mal 


leable D handle, 4 tines, strapped, $13.75 
per doz.; wooden D handle, 4. tines 
strapped, $15.72 per doz. 

Hay forks, 2 tines, 51%4-ft. handle. plain 


ferrule. $10.29 per doz.: % tines, plain fer. 
rule, 5%4-ft. handle, $11.59 per doz: 3 
tines, strapped ferrule, 5%%4-ft. handle 
$13.14 per doz. 

Garden Barrows.—Wooden barrows 
of all kinds are very hard to get in 
New York at the present time. Most 
of the local jobbers are receiving large 
orders and are unable even to make 
promises of delivery because of the 
difficulty of getting goods. 

Painted and varnished garden barrows, 
48-in. handles, body 21% x 14% x 12% in 
$45 per doz.; 60-in. handles, body 28 x 19 My 
x 15% in. $60 per doz.; 60-in. handles, 
body 28 x 21% x 19 in., $66.50 per doz. , 
63-in. handles, body 29% x 25 x 21% in 
$73 per doz.; 72-in, handles, body 41% * 
26 x 21 in., $120 per doz. 


Laborers’ Canal Barrows.—Half bolted 
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wood wheel, $36 per doz.; iron wheel, $40 
per doz.; full bolted iron wheel, $44 per doz. 

Hammers.— As predicted a few 
weeks ago on this page the price of 
Stanley hammers has recently ad- 
vanced. The Stanley Rule & Level Co., 
Atha Division, has issued a new price 
list showing the general advance. 

We quote a few items as a guide for in- 
formation: Nail hammers, No. 41'/, $1.56; 
No. 42, $1.50; No. 41, $1.64; No. 61B, $1.64. 
Riveting hammers, No. 230, $1.01; No. 232, 
$1.10; No. 234, $1.20; bali pein hammers, 
polished, No. 306, $1.14; No. 308, $1.14; No. 
310, $1.19; No. 312, $1.38; No. 314, $1.56; 
No. 316, $1.80. 


Ice Tongs.—The demand for tongs 
seems to be increasing and it is becom- 
ing more and more d.fficult to get job- 
bers to promise deliveries. 


Wrought steel tongs, tool steel points, 
japanned black, 10-in., $17 per doz.; 11- 
in., $18; 14-in., $23; 17-in., $27; 20-in., $32: 
24-in., $37. Solid steel ice tongs, swell 
handles, drop forged hardened points, 


japanned red, 1l-in., $32 per doz.; 15-in., 
$35; 17-in., $40; 24-in., $45, with new dis 
count of 25 and 5 per cent. 


Ice Cream Freezers.—Freezers of all 
sizes and styles are in excellent de- 
mand. Jobbers say that dealers who 
have not already received adequate 
stocks are in danger of having to go 
without, as the demand is continually 
increasing and the supply is limited. 


Full size cans and tubs, dasher with 
double scrapers, 1-qt., $4 net; 2-qt., $4.60 
net: 4-qt., $6.80; 6-qt., $8.60; S-qt., $17.10 
12-qt., $16.65. Freezer with Duplex dasher, 
double self-adjusting scraper, 1l-qt., $4.85 
2-qt., $5.65; 4-qt., $8.25; 6-qt., $10.45; S-qt 
$13.50; 12-qt., $21.55 met. All take a dis- 
count of 40 per cent. Vacuum freezer 
2-qt., $5: 4-qt., $9 net, less one-third each 

Ice Skates.— We quote herewith 


prices on ice skates prevailing for fu- 
ture orders. Jobbers are advising deal- 
ers to place their orders early for 
skates as a shortage is expected. No 
deliveries, it is said, can be made, how- 
ever, until October. : 

Ice skates, runners 
ished, $1.04 per pair; ladies’ style, $1.31 
Men’s hockey skates, cast steel blades, 
nickel plated, $1.40 per pair; ladies’ same 
$1.83 per pair. Hardened steel blades, 
nickel plated, $1.88 per pair: girls’ same, 
$2. Tempered steel blades, extra pol 
ished, full nickel plated, all sizes, $2.75 
per pair 

Lanterns.—The demand for lanterns 
is very good and although there is a 
shortage because of the freight situa- 
tion it is expected by many jobbers 


of cast steel, pol- 


that there will be some material im- 
provement before very long. 

Dietz Hy-lo lanterns, $8.25 per doz 
Monarch lanterns, $8.50; Blizzard lanterns, 
$13: Eureka’ Driving lantern. $17.25; 
Blizzard Mill lanterns, $31.00 

Oftice of HAkDWARE AGE, 


Chicago, May 24, 1920 
‘OME slight improvement is noted in 


‘7 shipments from the Chicago mar- 


ket. But emphasis must be put on the 
“slight.” The improvement is credited 
to the Interstate Commerce Commis- 
sion’s ruling routing freight by the 
shortest route. It is believed that the 
slight betterment will gradually  be- 
come more noticeable. 


Iron and steel goods show no price 


deflation but mills are a little more 
prompt in quoting. 
Revolvers are firm at the recent 10 


per cent advance. 





Linseed Oil—The oil market is 
rather apathetic as small buying inter- 
est is being manifested. There is, how- 
ever, a good supply of oil around New 
York being quoted at $1.72 for carlots, 
$1.75 for lots of 5 barrels and $1.78 for 
single barrels. Futures are 10 to 12 
cents per gallon less, which will prob- 
ably make the June prices $1.60, $1.63 
and $1.66 respectively of carlots, 5 bbl. 
quantit.es and sirgle barrels. 

Nails.—There has been no appreci- 
able change in the local nail situation. 
Some jobbers are receiving small ship- 
ments but practically all nails received 
are being allotted out on back orders. 


Current prices prevailing in this section 
vary considerably For wire nails the 
prices range from $34.25 to $8 base per 
keg. For cut nails (which are almost oft 
the local market entirely) prices range 
from $7.75 to $9.50 base per keg. It shouid 
be further noted that only small lots are 


obtainable anywhere in this section 
Wire brads and nails in 1-lb, papers are 
quoted by local jobbers at two-thirds off 


qJuarter-pound papers take a discount of 
10 per cent. Set screws, iron, 50, 10, 5 per 
cent off. Cap screws, 50 and 10 per cent 
off Galvanized nails, 25-lb. boxes, 4D, 
$5.65; 6D, $8.55; SD, $8.45 10D, $8.40 
20D, $8.35 Galvanized roofing nails, 1 x 
12, $10. Plain roofing naiis. 1 x 12, $7.20 

Naval Stores.—The strike of long- 
shoremen and truckmen bh s_ badly 


crippled the local naval stores market. 
Many of the Iccal firms are accepting 
orders to be shipped from Southern 
points by rail. Stocks in store are 
light and little or nothing is coming in. 
Turpentine is being quoted from $2.35 
to $2.75 per gal. Rosin, common to 
good strained on a basis of 280 lb. per 
barrel, ranges from $19.50 to $20; D 
grade is $20.30 to $20.50; G is $20.50, 
and best WW ranges from $23.50 to 
$24.50. 

Rope.—The local rope market is af- 
fected in much the same way that the 
naval stores market is. The dock- 
workers and teamsters’ strikes are 
handicapping business and preventing 
both the receipt and the delivery of or- 
ders. The anticipated advance has not 
as yet been made but more and more 
jobbers express the belief that it is to 
be expected. 


Jute rope. No} l7%e. to 1se jute 
rope, No, 2, 164 to li7e jute twine 
wrappings. best grade, 30c. to 35¢ India 
hemp twine. No. 4% and 6 in., 24%ec. to 
27¢ Manila rope. best grade, 2c. to 
28l,c hardware grade.+ 25c. to 26\4¢ 
bolt rove, 33c. to 34%4e sisal rope. pure, 
% in.. 19¢. to 2244e¢.: lath yarn, first grade 


CHICAGO 


Builders’ hardware continues heavy 
in demand and light in supply. Recent 
advances of 10 to 25 per cent on steel 
and iron shelf merchandise holds good. 

Roller skates are practically off the 
market. Jobbers are booking orders for 
ice skates with prices averaging about 
35 per cent over quotations of last year. 

Sporting goods of all kinds are in 
lively demand with production several 
weeks behind requisitions. 

Stocks of aluminum cooking utensils 
are a little more complete, but the de- 
mand was never greater than now and 
shipments from the factory are only 
fair. One jobber is taking care of old 
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19c. to 2244c.; second grade, 17c. to 19%&c. 
Roofing and Building Paper.—There 
is a healthy demand for roofing and 
building paper of all kinds and a great 
deal of difficulty is being experienced 
by some jobbers in getting stock. 
Tar ply, $2.10 to $3.45 per roll; 


paper, 1 
2 ply, $1.60 to $2.85 per roll 3 ply, $2 to 
$3.35 1 ply 


$5 per roll. Rubber roofing paper, 
$1.95 to $3.15 per roli; 2 ply, $2.45 to $3.75 
per roi: 3 ply, $2.95 to $4.40 per roll. 


Lawn Sprinklers.—Interest is fairly 
good in this line with prices firm. 


Gold lacquered, tin shop, 4% in. diam 
eter, $1.40 per doz. Sheet brass ring sprin- 
kier, 8 in, diameter, $7.50 per doz sprin- 
kler with 3 brass arms, 5 in. high, brass 
head, $14 per doz.; 3 brass arms, 12 in 
high. brass head, $16 per doz 3 brass 
arms, 24 in. high, brass head, $23 per doz 

Sprayers.—Jobbers report activity 
and interest in this line with a much 
reduced stock on hand. 

One-pint sprayer, tin tank, $5.60 per doz 
l-qt. sprayer, tin tank, $4.75 per doz 1-qt 
tin Sprayer with brass tank. $11 per doz 

Screws.—There seems to be a good 


deal of scarcity in this line in many 


places, and local jobbers report that 
their screw business is highly satis- 


factory, although there is some diffi- 
culty in obtaining adequate supplies. 


Flat-head bright screws, 76 and 15 per 
cent discount; flat-head galvanized screws, 
»» and 15 per cent; round-head blued, 67% 
ind 15 per cent; round-head nickel-plated, 
57% and 15 per cent. Lag screws, 20 per 
cent. Jack screws, 15 per cent. Iron ma 
chine screws, 60 per cent. Brass machine 
screws, 50 per cent Serew anchors, 50 
per cent; lag screw shields, 3345 and 5 
per cent; iron set screws, 40 and 5 per 
cent hexagon head cap screws, 40 per 
cent 3ench screws, plus 40 per cent 


Water Pots.—New prices became ef 


fective on this line during the past 
week. 

Galvanized iron water pots with zine 
roses, 6-qt $10.70 S-qt.. $12.55 10-qt 
$14.55; 12-qt., $16.50 

Wire Goods.—Al] kinds of wire 


goods are in exceptionally heavy de- 
mand and it is impossible jobbers say 
for them to even begin to accept all the 
orders that are being offered them. 
The shortage in wire goods, it is said, 
will continue for many months to come. 


Gialvanized square mesh wire per 100 Ib 
from New York stock is quoted as follows 
2x 2, $6: 2% x 2%, $6.20; 3 x 3, $6.25 
$x 4, $6.50: 5 x 5, $6.50:6x 6, $7: 8 x8 
$7.50. Wor 50 lineal feet rolls add 15 cents 
per 100 ft Add \4 cent per sq. ft. for 
widths narrower than 24 inches and wider 
than 48 inches 

Dull galvanized wire with copper edges, 
12 M per 100 sq. ft.. $4; 14 M per 100 sq 
ft. $4.25: heavy, per 100 sq. ft., $5.56 

Poultry netting is now quoted at 30 per 
cent discount 5 
orders, but is making no definite de- 


livery promises on current orders. 

Fair stocks of galvanized wash boil- 
ers permit the filling of orders with 
fair completeness. Heavy galvanized 
pails are almost off the market. 

Dealers are advised to place orders 
for mop wringers at once. The present 
shortage seems certain to become still 
more acute. 

Stocks of Pyrex ware are large and 
orders are filled complete. 


The manufacturer has advanced 
prices on base balls, but one Chicago 
jobber has absorbed the raise and is 


selling at the old quotation 
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Favorable weather conditions through- 
out the Middle West have stimulated 
lively retail trade. Reports from stores 
indicate great gains over corresponding 
periods of a year ago. Merchants say 
collections are good. Money is not re- 
, ported tight from the smaller cities and 
towns, loans being arranged at the 
dealers’ banks on the same terms which 
have been prevailing. 

Automobile Accessories.—There has 
been no change in prices. Demand con- 
tinues very heavy with supplies fully 
as scarce as they have been any time 
this season. Special sizes in Rid-O- 
Skid and Weed chains cannot be had. 
Stock sizes are offered. Spark plugs 
are very active with a marked under- 
supply. 

We 
Chicago: 


f.o.b 
$1.25 


stocks, 
pumps, 


quote from jobbers’ 
Two-cylinder foot 
each; Simplex Jack No. 36, $2.10 each; 
Stewart Hand Horn, $3 each; Howe Spot 
Lights, $3.65 each; Weed Chains, 30 x 3%, 
$2.65 per pair; Inner Tubes, red, 30 x 3%, 
$2.95 each; Grey, $2.25 each Lyon's 
bumpers, $9 each. 
We quote from jobbers’ stocks, f.o.b 
Chicago: Hercules Giant, lots of 1 to 50, 
65c. each; lots of 50 to 100, 62'%4c. each; 
lots of 100 and upward, 60c. each. Her- 
cules Junior, lots of 1 to 50, 40c. each; lots 
of 50 to 100, 37%c. each; lots of 100 to 
500, 35c. each; lots of 500 to 1000, 334oc 
each; lots of 1000 and upward, 3lc. each. 
Hel-Fi standard plugs, lots of 1 to 100, 
5 each; lots of 100 to 250, 52c. each: 
lots of 250 to 500, 50c. each; lots of 500 
to 1000, 47c. each; lots of 1000 and up- 
ward, 45c. each. Hel-Fi Tractor Special, 
lots of 1 to 100, $1 each; lots of 100 to 
250, 95c. each; lots of 250 to 500, 90c 
each; lots of 500 to 1000, 87%c. each; lots 
of 1000 and upward, 85c. each. A. C. 
Titan plugs, 63c. each; A. C. Cico plugs, 
48c. each; Champion X, 59c. each; Cham- 
pion O, 62c. each; Champion Heavy Duty, 
each; Splitdorf plugs, 62\%4c. each; 
United plugs, Junior, small lots, 40c 
each; lots of 100 or over, 37%c. each; 
United Giant Heavy Duty, small lots, 60c 
each: lots of 100 or over, 57'4c. earch 
Axes.—Orders should be booked at 
once as stocks are already badly broken. 
The demand is far heavier than usual 
at this season. Price changes are 
prophesied with an upward trend, but 
current quotations are the same. 
We from jobbers’ stocks. 
Chicago: First quality single bitted 
3-lb. to 4-lb., $16.50 per doz. base; 
bitted, $22.50 per doz. base. 


Alarm Clocks.—No relief of the 
shortage in alarm clocks is in sight. 
The best numbers are reported “out” 
with no definite promise of any im- 
provement, 


vo. 








oy 
esti 


f.o.b 
axes 
double 


quote 


We quote from jobbers’ stocks, f.o.b 
Chicago: The American alarm clock, doz 
lots $13.84 per doz.; Sleepmeter alarm 
clock, $18.36 per doz., net; Ironclad alarm 
clock, $22.29 per doz., net. Big Ben and 
Baby Ben, $28.78 per doz. net. 


Coal Hods.—An advance of about 17 
per cent is noted on coal hods. Heavy 
booking of future orders has given the 
market a sharp upward trend. Scarcity 
of steel sheets causes manufacturers to 
state that it is next to impossible to 
maintain normal production. Dealers 
are warned to place orders at once for 
future delivery. Two advances by the 
manufacturer have compelled jobbers 
to requote at a higher figure. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Japanned open hods, 17 in., $5.50 
per doz 18 in., $6.15 per doz.; japanned 
funnel hods, 17 in., $7 per doz.; galva 
nized open hods, 17 in., $8.50 per doz 
18 in., $9.25 per doz.; galvanized funnel 
hod 17 in., $10.50 per doz.; 18 in., $11.35 
per doz 


Cutlery.—“We are so busy trying to 
fill orders we have had no time to think 


about prices” is the way one jobber de- 
scribed the cutlery situation. - The out- 
look seems to be for further price ad- 
vances. The scarcity of skilled labor 
makes normal production absolutely 
out of the question. Silverware is very 
active with the supply only fair. Quo- 
tations remain the same on cutlery. 
Eaves Trough and Conductor Pipe.— 
An advance of more than 30 per cent is 


noted in eaves trough; 29 gage lap 
joint eaves trough five inches has 
jumped from $7.05 to $9.50. Advances 


by the manufacturer have occasioned 
the advance. Shipments continue very 
slow with a demand which is far too 
heavy to permit catching up for a long 
time to come. At the advance figure 
the demand is not greatly lessened. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gage lap joint eaves trough, 
5 in., $9.50 per 100 ft.; 29-gage corrugated 
conductor pipe, 3 in., $9.50 per 100 ft.; 29- 
gage 3-in. corrugated conductor’ elbows, 
$2.16 doz. 

Files—The situation is good, with 
reasonably prompt and complete filling 
of orders. Prices remain fixed. 

We quote from jobbers’ stocks, 
Chicago: Nicholson files, 40-10-5 per cent 
discount; New American, 50-10 per cent 
discount; Disston, 50 per cent discount; 
Black Diamond, 40-10 per cent discount. 


Galvanized Ware.—Jobbers are ra- 
tioning stocks on galvanized ware. 
Single bundles (% dozen) is the limit 
on tubs. Pails are restricted to five 
dozen for each item. Galvanized wash 
boilers are not quite so scarce and some 
jobbers are filling orders complete. 
Stocks are very low and while there 
has been no price changes the jobber 
says the present is the right time to 
buy. Quotations are made on applica- 
tion. 

Glass.—Stocks are depleted and no 
shipments are coming in. The demand 
remains big with the supply far from 
adequate. Prices are not changed. 


We stocks, f.ob. 
Chicago: Single strength A, all sizes, 77 
per cent off; single strength B, first three 
brackets, 77 per cent off: all sizes, double 
strength A, 79 per cent off; putty in 100-Ib. 


f.0.D, 


quote from jobbers’ 


kits, $4.25; glaziers’ points, No. 1, No. 2 
and No, 3, 1 doz. to package, 65c. per 
package. 


Wood Handles.—A price drop of 5c. 
per dozen is noted on No. 1 hatchet 
and hammer handles. All other prices 
remain firm. Stocks are low and the 
demand is good. Manufacturers com- 
plain they are not able to get stock. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, 
$4 per doz.; No. 2, $3 per doz.; Second 
growth hickory axe handles, $6.30 per 
doz.; Extra quality hickory axe han- 
dles, $5 per doz.; No. 1 hatchet and 
hammer handles, 85c. per doz.; Second 
growth hickory hatchet and hammer 
handles, $1.60 per doz. 

Lanterns.—Future orders are being 
booked in large quantities. Prices are 
firm and unchanged. Some numbers 
are low but shipments to jobbers are 
on the way. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Competition lanterns. No. 0 tu- 
bular, $6.90 per doz.; No. 2 tubular cold 
blast, $9.90 per doz. 


Nuts and Bolts.—Deliveries continue 
improved. If transportation conditions 
get better there will be quite a move- 
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ment in this line of goods as manu- 
facturers have large quantities ready 
for forwarding. Prices are the same. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Machine bolts, up to % x 4 in 
35 off; larger sizes, 25 off; carriage bolt; 
up to *% x 6 in., 30 off; larger sizes, 20 
off; coach or lag screws, gimlet point 
square head, 40-5 off; hot pressed nut 


square or hexagon cap, $1 off per 100 1 
stove bolts, 50-10 off. 


Wire Nails.——Never were nails as 
scarce as now. A local jobber sent 
forty trucks to Joliet last week to per- 
mit the rationing of a supply that lasted 
no longer than the proverbial snow 
ball. Demands are enormous and thé 
supply—well, there simply isn’t any 
There are no promises for any relief. 

We f.o.b 
Chicago: pel 
keg base. 

Rope.—A decline of 1c. is noted on 
some sizes of rope. Smaller sizes are 
still in lively demand, with the general 
situation fair, orders being given 
prompt attention with few shortages. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Manila rope, standard brands in 
full coils, No. 1, 274%ec. per lb. base; No. 2, 


stocks, 
$4.10 


jobbers’ 


quote from 
wire nails, 


Common 


2644c. per Ib. base; sisal rope, standard 
brands, full coils, No. 1, 18%c. per Ib.; 
No. 2, 17%c. per Ib. 


Roofing Paper.—Past scarcity shows 
no change for the better. Supplies are 
very low, with many dealers out or 
practically so. Tarred felt and red 
rosin paper are especially scarce, and 
there has been a slight advance in the 


quotations. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Certainteed roofing, 1 ply, $2.13 
per sq.; 2 ply, $2.64 per sq.; 3 ply, $3.15 


per sq.; Major roofing, 1 ply, $1.83 per sq 
2 ply, $2.24 per sq.; 3 ply, $2.65 per sq; 
Guard roofing, 1 ply, $1.38 per sq.; 2 ply, 
$1.74 per sq.; 3 ply, $2.10; tarred felt, 
$5.08 per 100 lb.; red and gray rosin paper, 
$111.45 per ton. 

Revolvers.—Demand is_ increasing 
and deliveries are greatly delayed. 


Further advances are looked for. 


Steel Sheets.— Concerns fortunate 
enough to have any steel sheets have 
no difficulty in selling them at a pre- 
mium. The market is unchanged. 

We quote from stocks, f.o.b 
Chicago: Galvanized No. 28, at 
$9.50 per 100 Ib.; black sheets, 
$8 per 100 Ib. 

Stove Boards.—It has been the prac- 
tise of manufacturers to advance prices 
July 1, and while there has been no 
announcement of what the policy will 
be this year it seems reasonable to 
suppose custom will be followed. Job- 
bers are advising their customers to 
place orders at once. The supply can- 
not meet the demand. Past prices are 
firm. 

We 
Chicago: 


jobbers’ 
sheets, 
28-gage 


quote from jobbers’ stocks, f.o.b 
Wood lined crystal stove boards 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 
per doz.; 28 x 28, $18.85 per doz.: 30 x 30 
$21.30 per doz.; 33 x 33, $25.50 per doz.: 
36 x 36, $30.50 per doz. 

Screws.—Round-head nickeled screws 
and round-head blued are very scare. 
Flat-head bright screws are in good 
supply. The transactions in screws are 
numerous, with no signs of any abate 
ment in the demand. 

We auote from jobbers’ stocks, 
Chicago: Flat-head bright screws, 
round-head blued, 671%4-20; flat-head 
621%4-20; round-head brass, 571%4-20 
head brass, 60-20. 

Sash Weights.—An easing off of $1 
per ton is noted in sash weights for 


f.0.1 
70-20 
japan 
> flat 
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shipments direct from the factory, but 
no date of delivery is promised. 


We 
Chicago: 


quote from jobbers’ stocks, f.0.b 
Sash weights in less than ton 
lots, $75 per ton; shipments from factory 
in ton lots or more with no delivery date 
promised, $72 per ton. 


Wire Cloth and Poultry Netting.—A 
stiffening in prices is notable while the 
scarcity, which amounts to almost a 
famine, has not eased off in any par- 
ticular. We quote from jobbers’ stocks, 
f.o.b. Chicago: Black painted wire cloth, 
12 mesh, $2.25 per 100 sq. ft.; poultry 
netting galvanized before weaving, 40- 
10 per cent discount; galvanized after 
weaving, 40 per cent discount. 





The Steel Trade Resigned; Hopeful for Better Industrial Situation 


Improvement in freight movements 
has been slower than expected. In 
view of the several weeks which must 
transpire before any approach is made 
to normal conditions, it is noteworthy 
that there is a growing resignation 
to this fact, with its likely salutary 
effect, particularly on labor. Fuel 
continues at the moment to be the 
first consideration of both mill and 
consumer, and naturally every effort 
is being made to move raw and manu- 
factured materials. 

Of the leading producing centers 
greatest relief from the traffic conges- 


tion appears in the Pittsburgh dis- 


trict. The scattering of railroad 
workers to lucrative employment, in 
some cases with municipalities, is 


checking rapid resumption: of the rail- 
roads, and the now heavy use of the 
motor truck for relatively short hauls 


promises to remain more general in 
the future. 
has reached about 75 to 80 per cent 
of ingot capacity. 

In Chieago little change for the bet- 
ter is discernible on the whole. The 


leading interest has banked two blast 


furnaces, but is operating there at 70 
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in the dry 


} ONDITIONS existing 
A goods and other lines of business, 
as exploited in the public press, do not 
exist in the wholesale and retail hard- 
ware trade of this section of the coun- 
try, at least. On the contrary, prices 
are advancing all along the line, not one 
single price reduction being reported 
either by the shelf or heavy hardware 
jobbing interests here. Both iron and 
steel are selling from jobbing stocks at 
record breaking prices, but it is only 
fair to state that general opinion here 
is that they have reached the peak. 
On a great many shelf hardware lines 
prices also are higher than ever before 
in the history of the business. Some 


merchandise is being received from 


The Pittsburgh district 





Game Traps.—lIt is questionable if 
any further orders for game traps from 


the jobber will be honored by the 
makers. They are sold up to capacity 
Prices are firm, with the travelers 
booking a good many future orders. 
We quote from jobbers’ stocks, f.o.b 
Chicago: No. 0 Victor traps with chains 
$1.71 per doz.; without chains, $1.34 per 
doz.; No. 1 Victor traps, with chains, $2.01 
per doz.; without chains, $1.52 per doz. ; 
No. 14%, Victor traps, with chains, $3.05 
per doz.; without chains, $2.44 per doz.,; 
No. 0, Oneida Jump traps, with chains, 
$2.37 per doz.; without chains, $1.75 per 
doz.; No. 1, Oneida Jump traps, with 
chains, 2.75 per doz.; without chains, 
$2.12 per doz.; No. 1%, Oneida Jump traps, 


without chains, 
traps, with 


with chains, $4.12 per doz. ; 
$3.25 per doz.; No. 0, Newhouse 


(From The Iron Age) 


per cent of capacity, with the Inland 
Steel Co. operating at 75 per cent. 
The most notable degree of improve- 
ment has occurred in the Western 
plants of the American Steel & Wire 
Co., which are again working at close 
to normal. 

In Youngstown operations are more 
nearly on a 50 per cent basis, close 
to 10 per cent improvement having 
taken place. 

Delivery uncertainties have chilled 
buying and the few cancellations re- 
ported are not indicative of any ces 
sation in demand. Steel plates and 
structural material are easier, in part 
the result of diminished building oper- 
ations in relation to large producing 
capacity, but marked firmness is noted 
in pig iron, in semi-finished steel, and 
in several forms of finished steel in 
which there has long been a_ pro- 
nounced scarcity, notably tin plate, of 
which it is predicted the supply will 
be 50 per cent’ short of the needs. In 
the interest of the canning industry 
it is not unlikely that if any priorities 
are exercised they will be in connec- 
tion with tin plate. 

The price situation in shapes and 
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manufacturers and mills, but the trans- 
portation situation remains, on the 
whole, extremely unsatisfactory, and 
distributors often are obliged to go into 
the open market and purchase material 
and finished goods at premiums to sat- 
isfy demands. 

The average retail hardware dealer 
has not been especially busy the past 
fortnight or month because of generally 
unfavorable weather conditions, but 
gross sales are comparing well with 
those for last year at this time. For 
that reason the rank and file of the 
trade is not pessimistic. As a matter 
of fact, most of them are optimistic, 
feeling reasonably sure that if they can 
get stock to sell, 1920 will be a banner 
year in point of turnover and _ profit. 
There is no buying of goods on specu- 








chains, $4.75 per doz.; No. 1, $5.62 per 
doz No. lly, $8.50 per doz 
Horse Clipping Machines.—Manufac- 


turers are giving fairly good service on 
these goods. Jobbers find the demand 
equal to the output at all times. We 
quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 horse clipping 
machine, ball bearing enclosed type, 
for horses, mules and cows, list $14; 
top plates, $1.25; bottom plates, $1.75; 
discount 25 per cent. Chicago No. 2 
horse clipping machine, list $18, dis- 
count 25-5 per cent; Stewart No. 9, ball 
bearing sheep shearing machine, list 
$22, discount 25 per cent. 


TONNER 


plates is that fewer mills are adher- 
ing to the top levels, but instead for 
sarly deliveries they are quoting $10 
a ton closer to the Steel Corporation’s 
prices for extended delivery of 2.45e. 
and 2.65c. per lb. respectively. In 
steel bars 4c. to 4.50c. is common for 
delivery in six weeks to three months 
and to 3.50c. if mills will accept 
any commitments into the fourth 
quarter. 

Prices in general are not only well 
sustained, but several advznces have 


3c. 


been made. Consumers are bidding 
against each other for coke and fully 
$2 more per ton has been obtained 
for both the furnace and foundry 
product. On 2000 tons of forging bil- 
lets $85- per gross ton, Pittsburgh, 
was paid. About 1300 tons of wire 


rods were sold at $75, the price estab- 


lished a week ago, and 1500 tons at 
$80. 
Several Western makers of bolts 


and nuts have advanced prices about 
10 per cent, meeting an advance made 
in the East a month ago on bolts with 
cut threads, and going beyond the 
general scale in the matter of bolts 
with rofled threads. 


lation, to be sure, but there has not 
been any such buying for some time 
so this feature of business cannot be 
ascribed to all the newspaper talk ef 
lower prices. Summing up the genera) 
attitude of the New England hardware 
trade can be as follows: There is stil 
a tremendous shortage of basic mer 
chandise for which there is a very ex- 
tensive demand. Production of mer 
chandise is not increasing and the cost 
of manufacturing certainly is not de 
creasing. It is natural to assume, there 
fore, that we are in exactly the 
economic situation we 
months ago and, 
logical why 
ket should 

Possibly the 
hardwart 


same 


were four or five 


being so, there is no 


the hardware mar 


reason 


be weak 


optimistic reein 


circles is largely based on 
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stocks. The great majority of retail 
and wholesale houses are not carrying 
excessive stocks. They are, then, in an 
excellent position to meet any reduction 
in hardware values should it material- 
ize. Everybody appears anxious to se- 
cure merchandise. What the general 
attitude would be if everybody was 
loaded down with high-priced goods is, 
of course, a matter of guesswork. 

Automobile Accessories. — Some of 
the local jobbers are cancelling orders 
placed with manufacturers for the more 
seasonable automobile accessories which 
have not been delivered by the latter, 
but generally speaking the market is 
still short of standard articles, for 
which there is an excellent demand. 
The Vacuum Oil Co. has advanced its 
price on Mobile oil. One of the manu- 
facturers of spark plugs has advanced 
its price on heavy duty mica plugs, the 
first price change noted in plugs for a 
long time. The general opinion here 
seems to be that brake linings will be 
higher within the near future owing to 
the high cost of raw materials and the 
inability of the manufacturer to se- 
cure efficient labor at other than high 
wages. Bumpers are in active demand 
and hard to obtain. 

Batteries and Bulbs.—The retail sell- 
ing campaign on batteries and bulbs, 
which is being engineered by the manu- 
facturers has opened and, while it is 


rather early to make predictions, there 
is every indication that sales will be of 
record breaking proportions. 
ufacturers have provided ample sup- 
plies for immediate requirements. 


Batteries.—l eading 
-cell batteries, 
i baby batteries, 30c. 


bular three 


ard two-cell, 35c. 


Discounts: 


cent off list; 


list; 10 or 


Less than unit packages, 
unit packages, 
unit packages, 40 and 10 


more 


per cent off list 
Bulbs.—In less 


Ta 


unit lots, 25 per cent 
e, 40 per cent off list. 
annum can ish, $11; 


lots or mo! 


selling $500 worth of bulbs per 
contracts at slightly more 


secure 
discounts, 


Bolts and Nuts. — Supplies of bolts 
and nuts continue inadequate, 
vices from the manufacturers suggest 
no improvement within the near future. 
Naturally local prices are very strong 
on the recently upward revised basis. 
jobbers’ 


We quot 
chine bolts 


e from 
with H 
x 


smaller, list; 41 


machine bol 
and smaller, 


ts, C 


in. and larger, list 


mon cCarrla 
list plus 10 
list plus If 


60 per cent 
bolts, 14, 


count ; 
30 per cen 
per cent di 
nuts, 30 pe 


ge bolts, 
per cent 
) per cent 
40 per cent; stove 

discount 
1% and 
per 100 net, 
semi-finished nuts 
t discount ; 

finished case 
discount; H. P 


other 


scount ; 
r cent 


blank in full keg, 
P 


and tapped; 
tapped; he 
plus 4¢ 


Cc. 
xagon 


Bottles. — The 


makes standard tu- 


I). nuts, 4 x ™® in 
list plus 10 per cent; 44% x % 


x % and smaller, 
64% x % and larger, 
tap bolts, list plus 


bolts 
bolt ends, list; tire 
in. x 3/16 in., 45¢ 
SIZES, 


tapped 
C. & 


recent 


The man- 


50c. list; stand- 


Vy per 
49 per cent off § ¢: 


$4.50; 


tetailers $10; 


favorable 


2.75 list; 
pints, $4; 


All-steel bottles, 
two-quart, $15; 


two-quart, 
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prices by one of the leading manufac- 
turers of vacuum bottles has had a 
tendency to increase, rather than de- 
crease, retail buying. 
there is a shortage of some makes but 
jobbers are of the opinion that this sit- 
uation will be rectified before long. 


Thermos bottles, 
quarts, $4.50. ¢ ‘orrugated, 
quarts, $6. 
quarts, 
unit lots, list; in per cent. 

off list; in 10 unit 


For that reason 


brown steel case, pints 
nickel, 
Smooth nic kel, pints, 
$6.50 Discount 25 and 16 
nickel-finish, 
leather fin- 


one-quart, 
one-quart, 
$16 each. 


Cultivators. — Retail hardware deal- 


and ad- 
able 
month. 


stocks: Ma- 
nuts, 4 x % and 
and larger, list 


10 per cent, com- 


large quantities, 


30 per cent dis- 
9/16 and smaller, 
% and larger, 30 
hardened 
square 

hexagon blank 
T. square blank, 
and tapped, list 


advance in 
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BSARS—CROW— ot A tll and R. S. ” 
= chemith ........ coee lo 

Steet Crowbers, 10 to Siwone Brace Drills for Wood. peae 5% 

Pinch Bars, 10 to 40 /ib., EMERY—Tarkish— 
84@IK¢ Out of market at present time. 

BELTING—LEATHE R— Domest, D.ccocccccccsese 10¢ 

"rom Neo. 1 Oak Tanned Butts. HAMMERS AND 

Belting, Ex. Hvy., 18 o2...35% SLEDGES— 

Belting, Heavy, 16 o2......40% ea er eer 50% 

Belting, Medium, 14% 08..40% eS See? 50% 

elting, Light, 13 o2.....50% 
Second Quality, Sides....55% OILERS— 


Second Quality, ‘Shoulders. .60% Bteel, 


Copper Plated...5 


0-10-5 % 


~~ aaa spd Lacing, Strictly Chace, Brass and Copper...10% 
sseseresseeeeceees 45% Railroad, pred........33% % 
Leather ‘haode ‘Sides, per sq. Chace, Zinc Plated......... 25% 
ft. Raw Hide, N No. 1 # Railroad, brass ......... 20&5 % 
sides 17 sq. ft. and over...47¢ 
Dader 10 6B Be ovsscseic S¢ PICKS AND annie =" 
GEE cccasacesncentess 
Rubber— Contractors’ Picks....... isne 
Tompetition (Low Grade) 50&10% ROPE— 
Standerd ....-+-++++++ weet Eastern Retail Trade. Per Ib. 
Best Grodes .....-..++++- Manila, % in diam. and larger: 
BLOCKS—Tackle— Highest B caw ng seman ree 31 we 
Cc on wooden ........-- 15% Second Grade .occcceoves 29¢ 
Potent PALIT ee 15% Hardware Grade ........ 25u%¢ 
Sisal, % in. diam. and larger: 
Carriage Bolte &e.— Highest Grade ........+.. 23¢ 
: Second Gradeé........+00. 20¢ 


Common Carriage (cut thread): 
% « 6, and smaller. .40&10% 


Common Carriage sretied thread): Medium 


and Coarse: 


Sisal, Hay, Hide and Bale Ropes, 


« 6, and smaller... .10&5% First quality, 2344¢; second 
Ae. or longer.......+-- 5% QUAY cocccccvcccccs 20%¢ 

Phila. Eagle, $3.00 list....60% Sisal, Tarred, Medium Lath 

Bolt Ends, H. P. Nuts 40% Yarns ; 

Machine (cut thread): First . carpe eee 23¢ 
WH « 4 and smaller...... 50% Second quality ......+.+. 20¢ 
Lorger or longer........ 40% Cotton Rope: 

CHAIN—Proof Coil— Best 5/16-in. and WI ons 

American Coil; Straight Link : Medium, 6/16-in. and larger, 
ti2.te $18.00; het, 8 47 @ 48¢ 

, Third Gr., 5/16-in. and 
10.25 ; hee , 
ec No. 1 %-in. and up..... 19¢ 
DRESSING—Belt— No. 2, Kin. and up....17¥¢ 


Liquid im gal. cans gal..$3.00 
ORILL AND DRILL 
sTOCKS— 


ack— 
Wi eascaners 45% Saws, 6 to 14 in. inc.. 
~~ Taper rn Straight fe Saws, Machine Blades, 
Shenk 12 to 14 @. cccccees 


SAWS AND FRAMES— 
k 


Saw Frames— 


Iron, adj., per dos....... $4.00 
Steel, ad., 8 to 12 in., per doz., 
$17.88 


Steel adj., steel hdle., per , 
ll 
Adj. Pistol-Grip, per doz $18.77 


SCREWS— 

Coach, Lag and Jack— 
Coach, Gimlet Point..... 20&5% 
Jack Screws— 
ee See 15% 
Machine— 


Cut Thread Iron, 
Fiat Head or Round Head, 
60&10% 
Fillister or Oval eS re 
0% 
Fillister or Oval Head .40&10% 
a Thread Iron, F. H. a 


Fillisier or ‘Oval’ Head. | 80% 
en * eer 50% 


Rolled ony + ape 
Fillister or “~~ Head.. .60% 


Set and Cap— 


Flat Head, Iron..... «+ -40&5% 
Set (Steel) met advance over 





Wood 
Flat Head, Iron....... 70&15% 
Raound Head, Iron... .674'4&15% 
Flat Head, Brass ..... 60&15% 
Round Head, Brass. .57%4&15% 


Flat Head, Bronze. .55&10&10% 
Round Head, Bronse 
524 &10&10% 


ome s. DIES AND 
TAPS— 

BO cincrveterenesssoeden 10% 

Hand Taps, % to 1 in. 

— Taps, smaller than. K 


M. "5. — Taps, 
12 in. 


tivators, 
planting 
Unfortunately, however, not 
all of them have a large stock on hand, 
and because they fear they will be un- 
able to get additional supplies from the 
jobbers some of them are doing consid- 
erable shopping in the wholesale dis- 
trict, hoping to pick up small lots. The 
three-prong cultivator appears to be 
the most popular seller according to the 
retail dealers we have talked with. 

We quote 
$4.20 per 
$3.40 per 
$11.40 per 

Files.—There 
mand for files, and prices are very firm, 
but the market otherwise is devoid of 
any special feature. 
broken but jobbers appear to be getting 


ers are enjoying a good demand for cul- 
notwithstanding the unfavor 


weather so far this 


from jobbers’ stocks: Midget 
doz.; three-prong cultivators 
doz. ; five-prong cultivators, 


doz. 


is a good steady de- 


Local stocks are 


WASHERS—Cast— 
Over Y-inch, barrel lots, per.. 
100 bb. $8.00 


Iron and Steel 


Per 100 Ib. 
Size bolt 5/16 KH HK 
Washers $13.40 12.50 11.40 
11.20 11.10 
WRENCHES— 
Agricultural ....... - GRD 
Alligator ov Crocodile. . - 50% 
kh, ee eae 
Stilisom pattern........ 60&5% 
Genuine Walworth Stillson, 
50% 
METALS— 
Ti 
DORI, GEBs co cccdeccecsees 664 
che eaeevor ee eeerenad 70-80¢ 
American pig, 99 per cent, 
T0@72¢ 
Copper— 
kh eee rer 21 to 22¢ 
Electrolytic .......... 20 to 21¢ 
ST Sanbeoeveswan 19% to 20¢ 


Spelter and Sheet Zinc— 
Western epelter ...10% to 11%¢ 


Sheet Zinc. No. 9 base, cast 
14 to 14%¢. 
Lead— 
Awerican pig.Per Ib., 
0% @i11¢ 
Oe en Per ib., 11@12¢ 
Solder 
% & % guaranteed 
Be BE sancccvevvscece 





Refined . 86¢ 

Prices of solder indicated by 
private brand vary according to 
composition. 


Babbitt Metal— 


Best grade, per Ib.......... 90¢ 
Commercial grade, per Ib..... 500 
Antimony— 

Asiatic, per Ib...... 114% @11%¢ 
Aluminum— 


No. 1 Aluminum (guaranteed over 
90 per cent pure), in Ingots for 
remelting. per Ib....85 to 84 
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along somehow, although they admit 
they are not filling all orders. 


We quote from jobbers’ stocks: 
Nicholson and Black Diamond, 40 
per cent discount; Great Western, Arcade, 
American, Kearney & Foote, etc., 50 and 5 
per cent discount; Swiss, list plus 15 per 
cent Rasps—Heller, 70 per cent discount; 
Superior, 75 and 5 per cent discount. 

Freezers.—The market for ice cream 
freezers continues quiet, owing, no 
doubt, to the fact that unseasonable 
weather has caused retail hardware 
dealers to think more of furnace coal 
than ice cream freezers. 


Files, 
and 10 


We quote from jobbers’ stocks White 
Mountain, 1-qt., $2.91 each; 2-qt., $3.39; 
s-qt., $4.05; 4-qt., $4.95; 6-qt., $6.27; S-qt., 
$8.10; 10-qt., $10.80; 12-qt., $12.93; 15-qt., 


$15.36; 20-qt., $19.92; 25-qt., $25.56 

Glass. — The manufacturers of win- 
dow glass now state that they will ac- 
cept new business but they do not inti- 
mate when orders placed now will be 
delivered, nor do they hold out much 
hope for lower prices the balance of 
1920. Loeal stocks of window glass are 
osadly broken, and as is usual* under 
such conditions, there is an excellent 
demand for merchandise. 


We quote from jobbers’ stocks: Window 
glass, single A and B, by the box, 76 pe: 
‘ent discount; double A, 77 per cent dis 
‘ount; double thick A, $1.25 per sq. ft 
With hard metal 50c. per sq ft 75 per 
cent discount. 

Leading Glass.—Colored art glass, $1.50 


per sq. ft. and higher; double thick A 
$1.25 per sq. ft. With hard metal 5c. per 
sq. ft. extra. Copper finished, 25c. per sq 
ft. extra, All glass figured in square inches 

Vitro-Marble.—Glass ',-in thick, 50e 
per sq. ft.; 5/16-in., 60c.; 7/16-in., T0ec 
%-in., 90c. 

Skylight Glass.—Rough or rolled, 1,-in., 
thick, 18c. per sq. ft.; 3/16-in. thick, 22e 
per sq. ft.; Y-in. thick, 2Sc. per sq. ft 
wired glass, 35c. per sq. ft 


Hammers.—There has been a general 
advance on Madole hammers. It is 
somewhat irregular, but averages 15 to 
20 per cent. The Madole company is 
considerably behind on deliveries, and 
in view of the fact that it is obliged to 
go into the open market and pay pre- 
miums for raw materials its announced 
advance in list is for the purpose of 
protection. 

Horse Shoes.—Although the season is 
drawing to a close, the local jobbing 
houses say they are not selling as many 
horse shoes as they should, a fact they 
attribute to their activities in other 
lines for which there is a better mar- 
ket. They indicate, however, that they 
intend to increase sales within the near 
future. 


We quote from jobbers 
makes in 100-lb. kegs 


Standard 
to dealers in Maine, 


stocks 


New Hampshire, Vermont, Massachusetts 
and Rhode Island points, $& per keg base 
Base prices are for No. 2 or larger To 


Connecticut blacksmiths and consumers the 


base price is $7.75 per 100-Ib. keg No 
freight is allowed on store shipments 
Fancy Shoes.—Side weights, $12.50 per 


keg: track side weight, $12.75; toe weights, 
$11.25; steel shoes, $9.75; toe creased, 
$8.25 side wear, $10.25 calked, $9.75; 
extra light calked, $10.75 iron counter- 
unk, $8.75; steel countersunk, $10.50: tips, 
$9.75: light driving. $9.75; featherweights, 
$975: mule, $8.50; all assorted shoes, 50c¢ 
per keg extra 

Welded Toe Calks.—Dull, $2.25 per box; 
harp, $2.50; blunt heel, $2.50: sharp heel, 

Hose. — Continued demand and cold 


weather has chilled the enthusiasm of 
jobbing house salesmen as regards rub- 
ber hose. Naturally, sales have been 
The fundamental mar- 


rather limited. 





ket conditions are the same as they 
were a month or so ago, and ‘there is 
no reason to anticipate any lowering of 
prices. 

We quote from jobbers’ stocks 
Dog, % in., 20c. per ft.; Milo, % in., 17¢ 
per ft Good Luck, % in., 16« { 
Olympia, % in., 15c, per ft.; Leader, % in., 
1344c. per ft Commercial, ™ in., 
per ft 

Iron and Steel. — As anticipated a 
fortnight ago, the local market on iron 
and steel has been advanced to a 6c. 
base by the leading jobbing houses. 
Some jobbers, however, after advancing 
their prices revised them again to the 
old 54%4,c. base, and the common belief 
here is that the peak in prices has been 
reached and the next general revision 
in selling lists will be downward. It is 
a fact, however, that local stocks of 
steel are still badly broken, and there 
is no let-up in the demand. For that 
reason a decline in prices is not antic- 
ipated for some time. The local iron 
supply situation is relatively better 
than that of steel but the strength of 
steel prices probably hold those for 
iron on their present basis. 


lron.—Refined, per 100 Ib., $6 base, ex 
cept as noted; %, 9/16 in., round and 
square and 2% in. and larger, $6.40; 7 16 


in. round and square and smaller, $8; over 
6 in. wide, $7.50; best refined, $7.50. with 
same extras over base for small sizes 
refined: Wayne, $8.50; band iron, $8; hoop 
iron, $9; Norway iron, $20; broken bundles 
of hoops, 2c. extra; broken bundles of 
other iron, %ec. extra. 

Steel.—Soft steel bars, $6 per 100 Ib 
base; flats, 6 in. wide and narrower, over 
’ in, thick, $6.50; over 6 in. wide and not 
even inches, $6.85; concrete bars, plain 
round and square, $6 base; twisted squares 
$6.50: structural angles, channels and tee 
under 3 in., $6 to $6.50; 3 in. and over, $6 
cold rolled steel. rounds, $10 base: squares 


hexagons and flats, $10.50; tire steel, t', 
x % in. and larger, $7; narrower and thin- 
ner, $7.50; open hearth spring steel, $11 
erucible spring steel, $16; steel bands, $s 
to $8.25: hoops, $9; No. 10 blue annealed 
sheets. $9 base; plates. 4% in. and heavier, 
$6.50 base 

Lawn Mowers. — Prices for lawn 


mowers are irregular, some of the job- 
bers having advanced their lists while 
others have not for the simple reason 
they have nothing to sell. Never before 
in the history of the local jobbing trade 
have lawn mowers been as scarce as 
they are to-day, and there is every in- 
dication that they will continue in 
short supply the remainder of the sea- 
son, 

Mallets.—Hickory mallets have been 
advanced about 10 per cent hy manufac- 
turers and local jobbing prices have 
been revised accordingly. 

Nails.—The nail situation is no bet- 
ter. Apparently there is no let-up on 
the demand, and jobbers find it almost 
impossible to get supplies, consequently 
no impression is made on the accumu- 
lation of back orders. 


We quote from jobber stocks Wire 
nails, per keg, $6 to $10 base coated wire 
nails, $5 per standard 100-lIb. Keg base 
cut nails, $7.75 per keg base galvanzied 
nails, $11.75 per keg base 

Horseshoes.—[eader, No , $5.40 per 
keg: No. 6, $5 No. 7. $4.80 No. &, $4.60 
Nos, 9% 10 and 11 $4.45 Crown, No 
$5.90 No. 6, $5.25 No. 7 $5.05; No 
$4.85 Nos. 9, 10 and 11, $4.65 


Pliers.—There apparently are enough 
medium and low-priced pliers available 
in this market to meet all requirements, 
but high-grade stock is scarce. Kraeu- 
ter pliers are especially short. 
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Kraeuter Goods.—Combination pliers, 5% 


in., $12.20 per doz.; in., $14.45; 8 in., 
$17.50: 10 in., $21.30. Side cutting pliers, 


4 in., $17.50 per doz.; 5 in., 
$20.15; 7 im. $23.80; 8 in., 
pliers, 6% in., $12.10 per doz.; 8 in., 
$15.30; 10 in., $18.50. Common flat nose 
and common round nose pliers, 4 in., $11.10 
per doz.; 4% in., $11.60; 5 in.. $12.20; 5% 
in., $12.80: 6 in., $14.05. Milliners’ pliers 


$18.50; 6% in., 
$26.45. Button’s 


i, in., $17.20 per doz. Electricians’ pliers, 
6 in., 25.55 per doz Diagonal pliers, 5 
in., $22.60; 5% in., $24.30; 6 in., $26.55. 


Shoe Findings.—Prices on hardware 
selections of cut leather stock remain 
very firm and unchanged, largely be- 
cause there is no large accumulation of 
stock anywhere. Some reductions in 
prices on high-grade leather have been 
made during the past month or so due 
to the uneasiness on the part of some 
holders, or forced liquidation by peo- 
ple who held the leather on bank loans, 
or because of an accumulation of stock, 
sr for some other reason. But hard- 
ware selections of cut leather are not 
made from choice; they have to be 
made. In other words, they really are 
a by-product, and compara- 
tively little higher-grade leather has 
been cut of late there has been no op- 
portunity for a surplus of the by- 
product. Retail hardware dealers han- 
dling cut sole stock evidently are of the 
opinion that prices are not likely to go 
lower within the next few months, for 
they are placing some excellent orders 
with shoe findings houses for merchan- 
dise. 


because 


Taps.—Men's light $1.75 to $2.00 per 
doz. ; medium light, $2.20 to $2.50; medium 
heavy, $2.75 to $3.25: heavy. $3.25 to $3.60 
light, $1 


Women's 30 to $1.50 per doz.; 
medium heavy, $1.55 to $1.70. Boys’ me 
dium, $1.90 to $2.25 per doz.: heavy, $2.50 

Strips.—Hemlock, clean, 60c. to 75c. per 
ib.: branded, 50c. to 55c.: oak, heavy. me 
dium and light, No. 1, 75e. to 90¢.; No. 2 


tnd to 

Toys.—Jobbers intimate that an ad- 
vance is coming June list on Kiddie 
Kars. The new lists are made neces- 
sary, they say, by higher prices asked 
by the manufacturers, who in turn are 
paying more for raw material and labor. 
Shipments of all kinds of toys are back- 
ward, and unless the stringent embar- 
goes on shipments by freight and ex- 
press arg soon lifted there will be many 
children who will have to go without 
toys next Christmas. The toy manu- 
facturers in the east, at least, are man- 
ufacturing and storing as best they can, 
but in most cases much floor space 
needed for manufacturing is taken up 
with stored goods, and unless the em- 
bargoes are lifted, new storage build- 
ings will have to be built or manufac- 
turing be suspended or materially cur- 
tailed. 


Universal Goods.—Some lines of uni- 
versal goods have been advanced, just 
how much is not known by the jobbers 
here, inasmuch as they have not re- 
ceived full instructions from the manu- 
facturer. 

Wash Boards.— Wooden and zinc 
wash boards have been advanced ap- 
proximately 10 per cent. 

Washers.—Washers continue to come 
forward slowly from the manufacturers, 
and local supplies have been further re- 


duced. As a result, prices are very 
firm, and in some quarters there is a 
feeling that the situation is keer 
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We quote from jobbers’ stocks: Cut 
washers, %-in. and smaller, 6c. per Ib.; 
larger, 5c. per lb.; cut washers, 200-lb. 
kegs, list; malleable washers, 12c. per Ib. 


Wire Cloth.— The local market is 
practically bare of poultry netting, and 
prices are very strong and tending up- 
ward although no actual change has 
been made here. Black wire cloth also 
is in short supply and in excellent de- 
mand and the market is very firm on a 
$2.60 basis, f.o.b. from store. No fac- 
tory price is named by the jobbers. 

Wrenches.—One of the leading manu- 
facturers of adjustable wrenches has 


announced a sharp advance in prices. 
Heavy hardware jobbing houses still re- 
port a slow sale on wrenches in general, 
owing to the fact that some low-priced 
ones are still being offered by other con- 
cerns. 


We quote from jobbers’ stocks: Stilson 
and Trimo pipe wrenches and parts, new 
list, 50 per cent discount; Coes knife 
wrenches, 6-in., $15 per doz.; 8-in., $18; 
10-in., $22; 12-in., $28; 15-in., $38; 18-in., 
$48: 21-in., $50; Coes key wrenches, 25-in., 
$18 each; 36-in., $38; 48-in., $84; 20 per 
cent discount; dropped forged wrenches, 
20 per cent discount; Wescotts’ wrenches, 
net list; agricultural wrenches, 25 per cent 
discount. 
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Office of HARDWARE AGE, 
Pittsburgh, May 29, 1920. 

Not less than three months, and 
probably longer, will be needed to clear 
up and get moving the hundreds of 
thousands of tons of finished iron and 
steel products that are piled up in mill 
yards, mill warehouses and loaded on 
cars ready to be shipped to customers, 
who need the material most urgently. 
Unofficial, but probably accurate re- 
ports, are that not less than 1,500,000 
tons of finished iron and steel are piled 
up at the present time waiting to go to 
customers, and the amount may be 
larger. 

The three railroads that serve the 
Pittsburgh district report in the last 
few days their general condition is 
much better, and they claim that many 
of the old men are returning to work, 
while they are breaking in new men in 
very large numbers. Many of the rail- 
road strikers have taken employment 
in other lines of work, but there is an 
old saying that “Once a railroad man, 
always a railroad man,” and it is be- 
lieved many of the men that have taken 
other jobs will return later to the rail- 
roads and be given their former posi- 
tions. 

That conditions in the Pittsburgh 
district are better is shown by the fact 
that the large steel mills are now oper- 
ating at 75 to 80 per cent of ingot ca- 
pacity, and report shipments in the 
past week as fairly good. A_ good 
many plants are closed, or else are 
operating only in part, but output of 
finished iron and steel products at 
present is probably 75 per cent of nor- 
mal capacity. The Carnegie Steel Co. 
has not been affected by the railroad 
strike in its Pittsburgh mills to any 
great extent; the Jones & Laughlin 
Steel Co., the next largest steel inter- 
est, has been able to run full during 
the entire strike, and other steel in- 
terests report they are also operating 
nearly to capacity. In the Youngstown, 
Ohio, district the Brier Hill Steel Co., 
Republic Jron & Steel Co., and Youngs- 
town Sheet & Tube Co., have been very 
seriously affected by the strike and are 
not operating to more than 50 per cent 
of capacity, if that much. It is esti- 


mated there has been a loss in output 
during the railroad strike of at least 
2,000,000 tons of finished iron and steel. 
It is most severely felt in tin plate, the 


loss in output being very great, and 
this product is needed badly to take 
care of the coming fruit and vegetable 
crops. 

There has been no material decline 
in prices during the railroad strike, 
which brought about almost a complete 
cessation in buying, the mills not being 
anxious to put more obligations on 
their books until the strike situation is 
cleared up, while jobbers and consum- 
ers are not anxious to buy, owing to 
the uncertainties of delivery. Some 
grades of pig iron have gone up about 
$1 per ton and furnace and foundry 
coke $2 to $3 per ton, but on all other 
lines, which include pig iron, semi-fin- 
ished steel and finished iron and steel, 
prices are about the same as when the 
strike started. 

Transportation conditions, and _ the 
very cold and wet weather prior to a 
week or ten days ago, have checked 
hardware trade business. There is an 
acute shortage in the supply of nearly 
all kinds of goods handled by the hard- 
ware trade. Goods that are particular- 
ly scarce are wire fencing, wire nails, 
and barbed wire. Jobbers and retail- 
ers say that never before in their busi- 
ness experience have their stocks of 
wire products been as low as they are 
at the present time. 

Aluminum Ware.—Thg makers of 
aluminum ware report great difficulty 
in getting raw material and their out- 
put is cut down to very great extent. 
Advances of about 10 per cent in prices 
have been made on some goods, no- 
tably aluminum percolators. 





Axes.—Demand is quiet just now, 
largely due to dullness in the building 
trade, and also to the railroad strike, 
which is holding back deliveries to 
very great extent. Advances of about 
$1 per dozen have been made in prices, 
3, to 4, single bitted axes now being 
held by jobbers at $22.50 to $23 and 
double bitted $24.50 to $25 per dozen. 

Automobile Accessories.—The very 
pleasant weather of the last ten days 
or two weeks has revived the demand 
for automobile accessories of all kinds, 
and local hardware dealers report they 
are selling more accessories now than 
at any time this season. Prices are 
ruling high, but this does not seem to 
deter automobile owners from buying 
what they want. A national make of 
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shock absorbers has recently been ad- 
vanced in prices from 25 to 30 per cent. 


Bolts, Nuts and Rivets.—None of the 
local makers of nuts and bolts has 
made a general advance in prices, but 
they are all accepting orders from rey 
ular customers only, and largely at 
prices in effect at the time delivery js 
made. The inability to get prompt de- 
livery of steel bars is restricting out- 
put of nuts and bolts very consider- 
ably, and stocks of jobbers and retailers 
are lower now than they have been in 
some years. 

Discounts in carloads and larger lots 
to jobbers, being named by makers that 
are still quoting to regular customers 
only, are about as follows: 


Large structural and ship rivets, $4.50 
base; layge boiler rivets, $4.60 base; small 
rivets, 50 per cent off list. 

Small machine bolts, rolled threads, 40, 
10 and 5 per cent off list; same sizes in cut 
threads, 40 and 5 per cent off list; longer 
and larger sizes of machine bolts, 30 and 
10 per cent off list. 

Carrifge bolts, % in. x 6 in.: Smaller 
and shorter, rolled threads, 40 and 5 per 
cent off list; cut threads, 30 and 10 per 
cent off list; longer and larger sizes, 30 
per cent off list. Lag bolts, 50 per cent 
off list. Plow bolts, Nos. 1, 2 and 3 head, 
4 per cent off list; other style heads, 20 
per cent extra. 

Machine bolts, ¢.p.c. and t. nuts, % in 
x 4 in.: Smaller and shorter, 35 per cent 
off list; longer and larger sizes, 25 per cent 
off list; hot pressed and cold pressed sq 
hex. blank nuts, 2c. off list. 

Semi-finished hex, nuts, U. S. S. and 8 
A. E.: % in. and larger, 60 and 5 per cent 
off list: 9/16 in. and smaller, 70 and 5 per 
cent off list; 9/16 in. and smaller, A. L 
A. M. or 8. A. E., 70, 10 and 5 per cent 
off list. 

Stove bolts in packages, 70 and 10 per 
cent off list: stove bolts in bulk, 70, 10 and 
214 per cent off list; tire bolts, 55 and 106 
per cent off list: track bolts, 6c. base. 

One cent per Ib. extra for less than 206 
Rivets in 100-lb. kegs, 25c. extra 
carry standard extras f.0.b 


kegs 
All prices 
Pittsburgh. 


Builders’ Hardware.—The very high 
prices ruling for materials and_ the 
high wages being paid to carpenters, 
bricklayers and others engaged in con- 
struction work, have put a very wet 
blanket on building operations in this 
district, which are lighter now than in 
some years. There is also great delay 
in getting building materials, and there 
have been many cases where it has 
taken two or three months to build an 
ordinary garage that ought to be put 


up in not over two weeks. It is not 
likely that building conditions will 
show much improvement in this dis- 


trict, at least, until wages and mate- 
rials are lower. 

_ Electric Goods.—There is a_ very 
great shortage in the supply of nearly 
all kinds of electrical goods handled 
by hardware stores, especially perco- 
lators and toasters. The stocks of 
some dealers are about exhausted, and 
deliveries from the manufacturers are 
very slow. 

Sheets.—Sheet mills are operating 
now at a heavier rate than at any time 
since the railroad strike started. There 
is an acute shortage in the supply of 
all grades of sheets. Prices are very 
firm. The American Sheet & Tin Plate 
Co. and some of the larger independent 
sheet mills are about sold out on al 
the sheets they can make this year. 
Prices to large jobbers in carload 01 
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larger lots, for mdefinite delivery, are 
as follows: 

We quote No. 28 gage box annealed one- 
pass black sheets at 4.35c. to 6.50c.; No. 28 
galvanized, 5.70c. to 8.50c., and Nos. 9 and 
10 blue annealed at 3.55c. to 6c., the lower 
wrices named being the March 21 schedules, 
which are still named by the leading inter 
est, While the higher prices represent a fair 
range of quotations by the independent 
mills, 


Shovels.—Two makers of shovels in 
this district report that they are not 
accepting orders except from regular 
customers, and at prices in effect at the 
time of shipment. There is great short- 
age in the supply of nearly all grades 
of shovels, also in spades. The recent 
advance in price of from 15 to 20 per 
cent is holding very firm. The demand 
for spades is very heavy at present. 


Tin Plate.—It is estimated that the 
shortage in the supply of tin plate this 
year will be close to 50 per cent. The 
railroad strike has cut down the output 
very much and shipments are still very 
slow owing to the strike. The Ameri- 
can Sheet & Tin Plate Co. has close to 
1,000,000 boxes or more of tin plate 
piled in warehouses and also in cars; 
Jones & Laughlin Steel Co. has over 
300,000 boxes, and other makers also 
have very large quantities. Can mak- 
ers are getting very anxious and say 
that unless shipments soon get better 
they will not be able to turn out more 
than 50 per cent of their normal pro- 
duction of cans. Most of the large can 
makers have contracted for their sup- 
ply of tin plate this year at the regular 


price of $7 per base box, but other con- 
sumers who do not make food contain- 
ers are said to have paid, in some 
‘ases, from $8 to $9 per base box. 


We now quote tin plate to domestic con- 
sumers for remainder of the year delivery 
at $7 to $8.50 base box, stock items $9, and 


for export $11 to $12 per base box, all 
f.o.b. Pittsburgh, 
Wire and Wire Nails.—The output 


of wire and wire nails is much restricted 
on account of the railroad strike, and 


local makers say they are accepting 
orders only from regular customers 
and for such deliveries as they can 


make later. Stocks of jobbers and re- 
tailers are low. Jobbers and retailers 
within a radius of 50 miles or more of 
Pittsburgh are getting deliveries of wire 
and wire nails by truck and are paying 
the haulage charges. The American 
Steel & Wire Co. is still adhering to the 
March 21 schedule, which is $3.25 base 
on wire nails, and $3 base on bright 
basic wire. Independent mills are quot- 
ing $4 base on wire nails, extras as per 
the new card, and one mill is quoting 
$3.60 on cement coated nails, extras as 
per old card, while two or three inde- 


pendent mills are quoting cement 
coated nails at $3.35, extras as per the 
new card, on which the extras are 
about 25c. higher than on the old card. 
We quote wire nails at $3.25 base, thi 
being the price of the American Steel & 
Wire Co., and $4 base on the new card 
recently issued by four or five of the inde 
pendent mills. We quote bright basic wire 
at $3, this being the price of the American 
Steel & Wire Co., and $3.50, this being the 
price of most of the independent mills 


CLEVELAND 


Office of HARDWARE * AGE, 

Cleveland, May 31, 1920 
| Ayn wee with hardware dealers 
has improved the past week, bet- 
ter weather conditions having resulted 
in a good demand for garden tools, 
screens, lawl mowers and other season- 
able goods. *aints are also moving 
well. Builders’ hardware is less active 
than a month ago owing to the falling 
off in building operations. Some build- 
ing work is at a _ standstill because 
shipments of building material have 
been cut off by the railroad strike and 

local stocks have become very low. 
The jobbing houses are doing a good 
volume of business but are having a 
great deal of trouble in shipping out 
goods and their stocks are low on ac- 
count of delays in shipments from 
manufacturers. Jobbers are selling 
goods faster than they can move them 
and one leading jobbing house took its 
salesmen off the road last week, decid- 
ing not to go after orders until it had 


caught up with the orders on hand. 
While the railroad situation is better 
many points are embargoed against 


Cleveland and jobbers are compelled to 
secure permits for movement of much 
of their merchandise. Very few goods 
are reaching the city in less than car- 
load lots. In spite of the transporta- 
tion difficulties retailers have good 
stocks of most lines of merchandise. 
Jobbers report a good volume of orders 





for fall delivery on such items as ice 
skates, snow shovels, axes and 
cut saws. 

Price advances have not disappeared 
but they were fewer in number in the 
past week and on some of the 
important items. While retailers gen- 
erally do not look for much lower prices 
for a long time they feel that the peak 
has been reached and that the tendency 
in the future will be downward. Con- 
sequently many have discontinued the 
policy of heavy buying and are placing 
orders rather carefully in small lots 
and only for items actually needed. 


cross- 


less 


Automobile Tires and Accessories.— 
Retailers who handle tires and 
sories are now doing a very good busi 
ness in these lines. Jobbers report the 
demand for tires rather limited at 
present owing to the fact that the 
retail trade stocked up rather heavy 
before the recent price advance. Job- 
bers are doing a good volume of busi- 


acces- 


ness in accessories but are having 
trouble in making shipments. There 


has been a large curtailment in produc- 
tion in the Akron rubber plants due to 
the fact that immense quantities of 
tires have been placed in storage be- 
cause transportation facilities were not 
available, and to some lessening in the 
demand from automobile manufactur- 
ers who have been unable to keep up 
their production schedule because of 
steel and coal shortage. 





115 


Bicycles.—Retailers are enjoying a 
good trade on bicycles and business in 
this line is still good with jobbers. Job- 
bing houses, however, are being delayed 


in filling orders as their stocks are 
cleaned out and they are unable to 
secure shipments from the manufac 
turers. 

Barb Wire.—The demand for barb 


wire continues heavy and the supply is 
shorter than a week or two ago. Cleve- 
land wire mills are now able to make 
better shipments out of town and prob 
ably on this account are not taking as 
good care of the demands of the local 
jobbers as they did when outside ship- 
ments were almost entirely cut off. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire 
$4.25; hog wire, $4.55; American Special 
$3.25 

Binder Twine.—Orders for binder 
twine for the coming season have about 
all been placed and jobbers are now 
making shipments on these orders 


Prices are unchanged at 15c. per Ib., 
f.o.b. mill for best grades and 15%c 
for shipment from stock. 

Baskets.—A price advance of 25 per 
cent has been made on oak stave bas- 


kets. Jobbers now quote one bushel 
baskets at $9.50 per dozen. 
Bolts and Nuts.—The demand for 


bolts and nuts is good and shipments 
from manufacturers which have been 
slow show no improvement. Prices are 
unchanged. 

Jobbers’ 
bolts, large 
carriage 
off list; 
10 hot 


keg lot 
$1 off li 


Machine 

list 
er cent 
lag bolts 
hexagor 
nut 


prices are as follows 
and small, 25 
large and 
bolts. 50 
nuts 
list : 


25> per cent 
small, 15 
and 10; 
square and 
cold pressed 


bolts, 
stove 
pressed 


tapped 


Building Paper.—The falling off in 
building activity has practically n 
effect on building paper, for which there 
is a good demand and jobbers have fair 
stocks. 


Churns.—A price advance of about 


5 per cent has been made on the Dazey 
line of churns. 
as follows: 


New jobbers’ prices are 


doz 
Ss, 324 


{-gal 


3-qt 
per 
tin 





Garden Tools.—Retailers are doing a 
good volume of business in hoes, spad- 
ing forks, and garden rakes, and job- 
report a fair volume of 
in pick-up orders for these items. 
bers’ stocks are getting low. 


business 


Job 


bers 


Garden Hose.—Jobbers have done a 


heavy volume of business in garder 
hose and stocks have become low on 
some lines and sizes. Jobbers state 


that they may be unable to fill some of 
the late orders from retailers for 
in stocks. 


filling 
Haying Tools.—There good 
demand from country merchants for 
haying tools, forks, pulleys and slings 
finding it difficult to 
these goods as fast as needed, as ship 


slow. 


S a very 


Jobbers are 


get 
ments are 

Ice Cream’ Freezers.—Ice crean 
freezers are in good demand and thers 
is a shortage of the 4 and 6-gal. sizes 


Lawn Mowers. — The demand fo: 





: 
} 
; 
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lawn mowers has been very heavy and 
jobbers’ stocks are well cleaned out. 
Some of the jobbers have only some cf 
the very high priced and low priced 
mowers, and are unable to get addi- 
tional shipments. Some lines have been 
oversold and dealers have been com- 
pelled to take other types of mowers 
or cancel their orders. Jobbers will be 
unable to fill some of their back orders. 


Lead.—A reduction of 50c. per 100 
lb. has been made on lead items. Job- 
bers quote pig lead at 103,¢. per Ib., 
sheet lead at 12% c. per lb., and lead 
pipe 11434c. per lb. 

Lantern Globes.—A price advance of 
10 per cent has been made on lantern 
globes. Jobbers quote No. 0 cold blast 
globes at $1.10 per doz. 

Nails and Wire.—The nail and wire 
supply shows some improvement. How- 
ever, mills are unable to supply the full 
demands of the trade and jobbers are 
limiting the number of kegs to a cus- 


tomer. Prices which are unchanged 
are as follows: 

Wire nails, 3.75 to $4 per keg: No. 4% 
galvanized wire, $3.20 to $4 per 100° Ib.; 
No. 9 annealed wire, $3.50 per 100° Ib.; 


cement coated nails, $3.35 per 100 Ib 

Oil Cook Stoves.—The demand for 
oi! cook stoves continues very heavy 
and jobbers’ stocks are low because of 
the delays in shipments from manufac- 


turers. Jobbers quote prices as fol- 
lows: 

Two-burner, $13 each. three-burner, $17 
each: four-burner, $21.50 each 


Pipe Vises.—Several makers of pipe 
vises have advanced prices 20 per cent. 





Poultry Netting and Wire Cloth.— 
Jobbers have a fair supply of wire cloth 
but some have no poultry netting in 
stock. Owing to the difficulty in secur- 
ing direct shipments to retailers some 
of the jobbers are having stocks sent 
to their warerooms from which they 
are reshipping to the trade. 

Jobbers quote: Poultry netting. galvan 
ized after weaving, 40 per cent off list; 
wire cloth, $2.50 per 100 sq. ft. for 12- 
mesh black and $3 for galvanized 

Refrigerators. — Sales of refrigera- 
tors have been very heavy and al- 
though jobbers purchased large stocks 
last fall they have at present very few 
in stock. Many that have been ordered 
have not as yet been shipped by manu- 
facturers. 

Rubber Roofing.—Rubber roofing is 
moving fairly well and jobbers’ stocks 
are in good shape. Prices which are 
unchanged are as follows: 


TWIN 
St. PAUL AND MINNEAPOLIS, 

May 25, 1920. 
RICES are very stable considering 
the shortage of merchandise of all 
kinds, especially seasonable goods 
bearing more than the estimated 
amount of demand. In the quotations 
below a few minor changes will be 
found, some of them being more in the 
nature of an adjustment than an actual 

change in the general market price. 


Second grade, light weight, $2.10 per 
roll; medium, $2.55 per roll; heavy, $3 per 
roll. Best grade, light weight, $2.35 per 
roll; medium, $2.75 per roll; heavy, $3.20 
ae roll. Slate surface roofing, $3.40 per 
roll. 


Rope.—There is a good demand from 
country merchants for rope and a heavy 
volume of business is coming from 
automobile manufacturers who use 
large quantities of rope for tying auto- 
mobiles in box cars for shipment. 
Prices are unchanged but there are 
rumors that there will be a_ price 
advance. 

Jobbers quote best grades of rope at 


27%c. per Ib. base from mill and 28e 
from stocks. 


Sledges.—A price advance of 10 per 
cent has been made on stone striking 
and blacksmith sledges. There is a 
good demand but manufacturers are 
slow in filling orders. 

Skates.—Jobbers are taking orders 
for skates for fall delivery and the de- 
mand is very brisk. 

Jobbers quote Union Hardware Co.'s pol- 
ished skates with screw clamps at $1.05, 
$1.30 and $1.85 for three popular grades 

Snow Shovels.—There is a very ac- 
tive demand for snow shovels for fall 
delivery orders for which are now 
being taken by jobbers. Retailers’ 
stocks were well cleaned out last winter 
because of the large amount of snow. 

Jobbers quote Owosso galvanized steel 
shovels as follows: No. 33, $14.25 per 
doz.; No. 34, $16 per doz.; No. 35, $21.50 
per doz.; No. 1 wooden shovels $6.50 per 
doz No. 8, $8.50 per doz.; No. 04, $4.60 
per doz. 

Scythes.—Scythes are in good de- 
mand but there is a shortage due to 
delay in shipments by manufacturers. 

Steel Measures.—A price advance of 
about 20 per cent has been made on 
steel measures in sizes of from 1-qt. to 
one-half bushel. 


Sash Weights.—The demand for sash 
weights has eased off somewhat. Job- 
bers quote sash weights at $72 per ton 
for shipment out of stock and $67 for 
shipment from foundry. 


Steel Sheets.—Shipments from man- 
ufacturers are still slow and jobbers’ 
stocks are low. Prices are unchanged. 

Jobbers quote black sheets at 10%44c¢. pet 
ib. base and galvanized at 11%c. 

Stoves.—The demand for gas cook 
stoves is very light. Manufacturers 
have a fair volume of business on their 
books but are not operating their plants 
to capacity and are unable to make 
early shipments on new orders. Re- 
tailers are keeping their stocks low 
because of high prices. 


CITIES 


Collections are fully up to normal 
and in many lines ahead of the usual 
per cent for this season of the year. 
Money is, of course, much tighter along 
the lines laid out by national banking 
interests, and building loans are very 
much restricted in the attempt to cur- 
tail needless expenditures and reduce 
outstanding obligations. The amount 
of building being done is restricted also 
by the scarcity of some of the basic 
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supplies, such as nails, paper, sash 
weights and finishing hardware. 
Axes.—Orders are being placed at a 
fair rate for future delivery and pres- 
ent sales are up to normal. Supplies 
are somewhat low due to the slowness 
of deliveries. Prices show no change. 


We quote from local jobbers’ stocks 
Single bit, base weights, axles, $16.50 pe: 
doz.; double bit, base weights, axes, $21.50 
per doz.; Sager handle single bit axes 
$23.50 per doz.; Hiawatha boys’ handled 
axes, $14 per doz 


Automobile Accessories.—The  sea- 
son for auto supplies has hardly started 
here yet for the weather has continued 
cold. With real weather beginning 
now tires, tubes, spark plugs, clean- 
ers, pumps and other conveniences will 
move more rapidly. 

Building Hardware.—The condition 
of the transportation lines has delayed 
the delivery of many cars of building 
supplies, including not only finishing 
hardware but the materials used for 
the rougher work. Lath has been at a 
premium for a long time and brick has 
been nearly off the market also. Car- 
loads of finishing hardware shipped 
early in March are still in transit and 
bid fair to elude tracers for some time 
to come. Prices seem to be fairly sta- 
tionary, but recent developments in the 
factory districts would indicate a pos- 
sible advance. 

Bolts.—Quotations on bolts show no 
change here, although general prices 
here seem to compare very favorably 
with those of Eastern markets. Stocks 
are drawn on heavily and new goods 
are slow in arriving, only a few scat- 
tering shipments being received in 
comparison with the usual shipments. 
Sales are moving along nicely. 


We quote from local jobbers’ stocks 
Small size carriage bolts, 20 per cent; large 
size carriage bolts, 15 per cent; small ma 
chine bolts, 30 per cent; large machine 
bolts, 20 per cent; stove, 60 per cent; lag 
screws, 40 per cent; tire bolts, 45 per cent 
from standard lists. ® 


Milk Cans.—Sales are good and the 
supply of this class of goods seems to 
be enough to meet the present demand. 
Prices have not changed. 


We quote from local jobbers’ stocks 
Railroad, 5-gal. milk cans, $3.75 each; rail 
road, 8-gal. milk cans, $4.60 each; railroad 
10-gal. milk cans, $4.90 each. 


Screen Doors and Windows.—Sales 
are increasing in this line as the 
warmer weather comes nearer. The 
average house-owner is busy preparing 
his home for the fly season and the de- 
mand is heavy despite the price level. 
Stocks are in as good condition as 
could be expected with deliveries slow. 

We quote from local jobbers’ stocks: 
Common, 2-8 x 6-8 doors, $29.40 per doz 
fancy, 2-8 x 6-8 doors, $44.20 per doz 
Sherwood adjustable 24-in. window screens 
$9 per doz.; Wabash extension 24-in. win 
dow screens, $7.70 per doz 

Eaves Trough, Conductor Pipe and 
Elbows.—Stocks are in rather bad con- 
dition and the demand is. growing. 
Prices have not changed for some time 
now even with the supply harder to 
obtain. 

We quote from local jobbers’ stocks: 
Kaves trough, 28-ga., 5-in. lap joint, single 
bead, $9.50 per 100 ft.: conductor pipe, 28- 


ga., 3-in. corrugated, $9 per 100 ft.; elbow 
3-in. corrugated, $2.16 per doz. 


Files.—An error was made in quot- 
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ing on files in the report printed in the 
May 20th number of HARDWARE AGE 
in that the discount on Nicholson and 
Riverside files was reversed. Correc- 
tion appears below. No other change 
has been made in the price and sales 
continue to be very good for both job- 
ber and dealer. 

We quote from local jobbers’ stocks: 
Nicholson files at 45-5 per cent; Riyerside 
files at 50-10 per cent; Arcade files at 50 
per cent from standard lists. 

Freezers.—The retail demand so far 
has been very light in this line but with 
warmer weather coming on the dealer 
will have the chance he has anticipated 
to move his initial stock in record time. 
Prices show no change from last quo- 
tation. 


We quote from local jobbers’ stocks: 
White Mountain freezers, each: 1-qt., 
$2.90; 2-qt., $3.20; 3-qt., $4.05; 4-qt., $4.95; 
6-qt., $6.25; 8-qt., 10 


Galvanized Ware.—The stocks in 
local warehouses have been heavily 
taxed to cover the demand put upon 
them by the difficulties met by the 
manufacturers in shipping. Sales are 
good and prices strong. 


We quote from local jobbers’ stocks: 
Standard No, 1, galvanized tubs, $12 per 
doz. ; standard No. 2 galvanized tubs, $13.50 
per doz.; standard No. 3 galvanized tubs, 
$15.75 per doz.; heavy No. 1 galvanized 
tubs, $20.50 per doz.; heavy No. 2 galvan- 
ized tubs, $22 per doz.; neavy No. 3 gal- 
vanized tubs, $23.50 per doz.; standard 10- 
qt. galvanized pails, $4.20 per doz.; stand- 
ard 12-qt. galvanized pails, $4.60 per doz. ; 
standard 14-qt. galvanized pails, $5.20 per 


doz.; stock 16-qt. galvanized pails, $7.80 
per doz.; stock 18-qt. galvanized pails, 
$9.15 per doz. 

Glass and Putty.—Sales are still 


very good and the local stocks of glass 
are getting rather slender. No new 
stocks are being received to amount to 
anything and the shortage of plate is 
still acute. Prices are still held at the 
old discount. 

We quote from 
Single strength “A” 
cent; double strength 
per cent. Commercial 
$5.15 per ecwt. 

Hose.—The demand in this line has 
not fairly begun as frequent rains 
have kept lawns and gardens in good 
condition without any artificial means. 
Drier weather ahead will make a heavy 
demand for this class of goods. 

We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 12c. per ft.; com- 
petition, %-in., 5-ply, 14c. per ft. 

Lawn Mowers. — Continued wet 
weather and a higher temperature have 
conspired against the man with a poor 
lawn mower and many in this class 
have given up trying to make the old 
mower work and are buying new ones. 
Sales are good and the only worry of 
the dealer is the shortage of mowers 
due to the transportation problem. 
Lines quoted on show no change. 

We quote from local jobbers’ 
Philadelphia styles C&, E& and K, 
cent; Philadelphia styles A, 20 per 
Riverside ball bearing, $7.40 each. 

Nails.—It is difficult to say anything 
new or startling about nails for just 
about everything has been said that 
can be said along that line. No nails 
to mention are being received and both 
jobbers and dealers are practically out 
of all the nails most in demand. Prices 
are holding at last quotation. 

We quote from local jobbers’ 


local jobbers’ stocks: 
grade glass, 76 per 
“A” grade glass. 78 
putty in bladders, 


stocks: 
25 per 
cent. 


stocks: 


Standard wire nails, $4.25 per keg base 
cement coated nails, $4.50 per keg base. 
Netting.—Poultry netting is moving 
nicely now, especially the smaller mesh 
and narrow widths. Stocks are in fair 


condition and price is still as last 
quoted. 

We quote from local jobbers’ stocks: 
Hexagon mesh poultry netting at 45 and 


5 per cent from standard lists. 

Paper.—Building paper is still at a 
premium and some kinds are not pro- 
curable at any price. Rosins and 
deadening felts are very scarce and 
hard to obtain and transportation is 
delaying both the shipment of raw ma- 
terials and finished products. Some 
paper houses are quoting rosins as 
high as $112 per ton. The quotations 
appearing below are representative of 
other sources. 

We local stocks: 


quote from jobbers’ 


Barret’s No. 2 tarred felt, $5.05 per cwt.; 
Barret’s threaded felt, 500-ft. rolls, $2.49 


per roll; Slater’s felt, $1.68 per roll; No. 20 
red rosin, 97c. per roll: No. 25 red rosin. 
$1.20 per roll; No. 30 red rosin, $1.45 per 
roll. 


Planters.—Corn and potato planters 
have sold readily in the past few weeks 


and dealers have found their stocks 
rapidly diminishing. Prices show no 
change. 

We quote from local jobbers’ stocks: 
Acme corn planters, $10.50 per doz.; Acme 
potato planters, $10.75 per doz. 

Registers—Demand for registers 


seems to be on the increase as many 
are equipping their new houses with 
hot air heat instead of hot water. 


Prices are holding steady as last 
quoted. 

We quote from local jobbers’ stocks 
Registers at 20 per cent from standard 
lists. 


Rope.—Rope stocks seem to be in 
fair condition so far with prices hold- 
ing steady at old quotation. New 
stocks are arriving slowly in accord- 
ance with all other merchandise. 

We quote from 
Columbian manila 
Columbian sisal rope, 
standard cotton rope, 60c. per Ib. base 
Swede iron rope, 5 per cent discount 
crucible wire rope, 22% per cent discount 

Sandpaper.—Sales of this item are 
apparently on the increase and the fac- 
tories are hard pressed to keep up any- 
where near the demand. Prices show 
no change. 


jobbers’ stocks 
29c. per Ib. base; 
20c. per Ib. base; 


local 
rope, 


We quote from local jobbers’ stocks 
Best grade No. 1, per ream, $6: second 
grade No. 1, per ream, $5.40; garnet No. 1. 
per ream, $15. 


Sash Cord.—Factories are again tak- 
ing a limited portion of the orders of- 
fered them for future delivery. So far 
the majority of them have not been 
able to keep up with the orders fairly 
forced on them by eager buyers. Prices 
show no change. 

We quote from local jobbers’ 
Silver Lake cord, $1.17 per |b. base; 
ed cotton, 88c. per Ib. base. 

Sash Weights.—There is no change 
in the local sash weight situation and 
deliveries from out of town points is 
very slow and uncertain. Price has not 


stocks: 
braid- 


changed. 

We quote from local jobbers’ stocks: 
Sash weights in regular sizes, $4 per 
100 Ib. 


Screws.—Screw makers are begin- 
ning to gain on their old orders and 
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jobbers are being served with orders 
placed as much as a year ago. Sales 


are holding up to a fair point and 
would have been heavier if other build- 
ers’ supplies had been delivered more 


promptly. Prices have not changed. 

We quote from local jobbers’ stocks 
Flat-head bright screws, 72% per cent and 
5 per cent round-head blued screws, 70 
per cent; flat-head japanned screws, 65 
per cent; flat-head brass screws, 60 per 
cent; round-head brass screws, 55 per cent 
from standard lists 

Steel Sheets.—Stocks show no im- 


provement and prices are very strong 
as last quoted. Sales keep up to the 
record started earlier in the year, the 
same difficulty of short stocks prevent- 
ing a better showing. 


We quote from local jobbers’ stocks 
28-gage galvanized steel sheets, $10.50 per 
100 Ib; 28-gage black steel sheets, $9 per 
100 Ib. 


Solder. — Call is steady although 
rather light for this season of the year. 
Prices show no change. 

wi 
Half 

Tacks.—Prices are as last quoted and 
sales are fully up to normal. New 
stocks are very slow in arriving as the 


jobbers stocks 


{2c. per Ib 


from local 
solder at 


quote 
and half 


makers are months behind on their 
orders. 

We quote from local jobbers stocks 
America cut, S oz S2c. per doz tinned 
carpet, 8 oz., 85c. per doz blued carpet, 
S oz., 76c. per Ib.; double point, 11 0z., 
3914c. per Ib 


Tin Plate—Sales are very good in 
this line with factory shipments slow 
and uncertain. Prices show no change. 

We quote from local jobbers’ stocks 
Furnace coke, ICL, 20 x 28, $19 per box 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50 

Washers.—There is no change in 
either price or sales in this line and 
mill shipments are on a par with many 


other items. 

We quote from local jobbers stocks 
Wrought steel ‘ts in., $9 per cwt wrought 
steel. 1 in.. $9.40 per cwt 


Wheelbarrows.—The demand for con- 
tractors’ wheelbarrows seems to keep 
up to a high point. Factories are far 
behind on production but prices show 
no change. 


We quote from local jobbers’ stocks 
Fully bolted wheelbarrows, $56 per doz 
tubular steel wheelbarrows $9.15 each 
garden. wood wheelbarrows, $81 per doz, 
or $7 each 


Wire Cloth.—With fly season coming 
on rapidly the demand for wire cloth 
is increasing and the supply is shrink 
ing in proportion. Stocks here are 
badly broken and in many cases nearly 


exhausted. Prices are still as last 
quoted. 

We quote from local jobbers’ stocks 
Black, 12 x 12 mesh, $2.50 per 100 sq. ft. 
galvanized, 12 x 12 mesh, $3 per 100 sq ft 


Wire.—Stocks here are practically 
cleaned out on every size and kind of 
wire that can be used for construction 


work. Shipments received are quickly 
sold and more demanded. Fence wire 
also is moving at a good rate. Prices 
quoted show some revisions. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools, 
$3.73 per spool: barbed wire, painted hog, 


80-rod spools, $3.98 per spool; barbed wire, 
galvanized hog, 80-rod spools, $4.56 per 
spool: barbed wire. galvanized cattle. %- 
rod spools, $4.28 per spool; annealed black, 
No. 9 smooth wire. $4.30 per 109 Ib.: an- 
nealed galvanized, No. 9, smooth wire. $5 
per 100 Ib 
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“Here Comes the Bride” 
(Continued from page 74) 
it for anything the customer may 
choose to replace it. 

As I said before, the most im- 
portant things are the window dis- 
plays and the show-cases. Too 
much attention cannot be spent in 
demonstrations. Another important 
thing in this connection is this: 

All of our clerks that serve a 
customer who is looking for wed- 
ding gifts are instructed to give 
the customer the very best atten- 
tion, because, for example, a wo- 
man might have wanted something 
in our basement and failed to see 
what she wanted. Our clerks are 
trained to see that the best cour- 
teous attention and service is given 
to every individual customer. We 
make it a point to try to make all 
customers feel as though they were 
the only persons worth attending to, 
no matter how small the amount of 
their purchase. 

Displays, service and quality 
merchandise are the things that 
have enabled us to do an increas- 
ing business each year. 


Kitchen Comforts 

(Continued from page 77) 
fort might be greatly increased by 
one single electric fan. There are 
many kinds of ventilators, too, such 
as the register of a hot air fur- 
nace, which, if placed in the wall, 
and connected with a short section 
of pipe, will remove dead heated 
air; or there are other ventilators 
to be placed in the pipes of the 
stove, etc., which might well be 
featured in hot weather. 

An added use for wire netting is 
to suggest that the kitchen win- 
dows be screened from top to bot- 
tom, or from the top, especially, and 
well netted, so that the air and 
odors may go out of them at the top. 
This seems a small point, but I ven- 
ture that if the retailer suggested 
to every customer: ‘“Have you 
screened the tops of your kitchen 
windows?” that he would sell at 
least 10 per cent more netting for 
this purpose alone. 

There are many hoods for irons, 
too, which could be shown in con- 
nection with this idea. Of course, 
the less heat which escapes while 
the flat-iron is heating, the more in 
the iron, and particularly the less 
heat thrown in the room. Don’t 
forget that only a small percentage, 
after all, of all our homes are elec- 
trically outfitted. Thousands of 
women are still using the old flat- 
iron modeled on the flat stone. And 


nothiny in the world is hotter than 
to stand in a small room, using 
three flat irons, and iron for the 
four hours of the typical Tuesday! 
But if a covered hood be arranged 
over the irons, it will prevent much 
heat being thrown out into the 
room. Such a square or round hood 
sells for about $1.00 and is well 
worth the price in heat saving alone. 

Long indeed I have urged women 
to sit down while at work. Anyway, 
if many hardware stores have a line 
of woodenware in conjunction, and 
sell stepladders, etc., they also can 
surely sell a high stool for the 
housewife to sit down on while at 
work, and thus make comfort a 
reality, especially in summer. Any 
good stool of the office type, fitted 
with casters so that it may easily 
be moved, will answer the purpose. 
If there is such a chair made in 
white enamel, or similar finish, it 
would harmonize better with the 
usual kitchen furnishings. 

Thus I may close with the sug- 
gestion to broaden your stock of 
all genuine household labor savers, 
and at this season be especially in- 
terested in the idea of “comfort in 
the kitchen,” and develop displays 
and windows around this theme. 
Fireless and pressure cookers, hoods 
for irons, stools, screens, ventilat- 
ors, utensils which save heat or pre- 
vent potwatching, any device which 
cuts down drudgery and makes for 
summer freedom and comfort can 
ye featured to great advantage to 
both the housewife and her best 
friend—the wide-awake, far-seeing 
and truly helpful retailer. 


Prominent Place for Seeds 
(Continued from page 82) 

of their seed in bulk and make up 
their own assortments of package 
seed. He believes it is on the 
whole more economical and that 
furthermore it established more 
confidence with customers. He has 
had a lot of experience with seed 
and begins to push it early in the 
year when most people are thinking 
about snow shovels and coal buck- 
ets. One of the ways that Seaman 
and Richards have built up their 
seed business and as a means of 
getting the early spring trade has 
been to make liberal discounts to 
market gardeners and others who 
buy seed in large quantity. 


Annual Spring Catalogs 
Another thing that Seaman be- 
lieves to be a matter of great prac- 
tical advantage for stimulating 
business is the spring catalog that 
he and his partner issue to the 
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trade every year. In that catalog 
a wide range of stock is covered 
from seed and garden tools to roof- 
ing paper and harness. These cata- 
logs are sent out early in the year 
so that customers and prospective 
customers can have time to select 
what they desire and study the 
varieties and assortments of sea- 
sonable goods. 

At the same time that the seed is 
being sold fertilizers, cultivators, 
sprayers, and garden tools gener- 
ally, are pushed, and as the sum- 
mer gets well under way various 
kinds of pest killing compounds as 
well as canning and preserving out- 
fits are featured and sold to advan- 
tage. 

The F. T. Blish Hardware Co. 
handles a large variety of stock and 
the method of turnover for each 
line is practically the same in all 
essential points. The value of win- 
dow displays, of careful buying and 
record keeping, of advertising and 
of keeping seasonable articles 
prominently before people con- 
tinually, has made this one of the 
most enterprising as well as one of 
the most profitable hardware stores 
in New England. 


An Auto Ad That Got Prompt 
Results 





List of Auto Accessories 
Look ’em Over 


AUTO TOOLS 


TIRES OILS & GREASES 


TUBES PUMPS FIRE EXTINGUISHER 


PATCHES VULCANIZERS SPRINGS 


HORKS SEAT COVERS LAMPS 


SPARK PLUGS JACKS GREASE GUNS 


TIRE CHAINS TORAGE BATTERIES 
FLASHLIGHTS Al 
DRY BATTERIES SPEEDOMETERS SPONGES 


Klectrical Specialties 
TOMOBILE KITS SPOTLIGHTS 


CARBURETORS PISTON RINGS TIMERS 
PRIMING CUPS 
PET COCKS 


GASOLINE COCKS 


RADIATOR HOS! POURING CANS 


TIRE TOOL FUNNELS 


WRENCHES TAIL LAMPS 





Braender Bull Dog Grip 
Fabric Non-Skid Tires 


The Ideal of the Roads, Extra fall side wearing tread, made of best long staple select 
! Made complete, then vulcanized with pressure from outside cloth wrap 
on 
Convince yourself that they are your next best buy. 
30x3} Super-Fabric Tire. Guaranteed for 7,000 Mile: 








Northern Ohio Wool Ware 


Robes and Shawls 

For Spring, Summer, Fall and Winter 
‘Thick, Soft, Warm, Firm Fabrics, Shreaded finish, extra large and heavy, or light 
eurmmer weight. These Shawls or Robes will wash an indefinite sumber of times without 


injury to color fabric, and they will not shrink of felt. Thoroughly scoured and shrunk. 
Full weight and sizes. 


Keep One In Your Car. Get One Today 


SECOND FLOOR 


Burke & Wright 
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This is the sixth advertise- 
ment in the big McKinney 
National Campaign. It ap- 
pears in the June 12th issue 
io . of The Literary Digest and 
# 7 . a 
'. +#Wherever: You go You will see the May 29th issue of The 
Saturday Evening Post. In 
+ 
Ss Seer ae Me i. N AES 4 these two powerful publica- 
tions it willreach more than 
: SOP and look about you. Count ig) xourcan get McKinney Hing gn 9,000,000 readers. At the 
¥ hinges within view, Whathery 2 are on anv architectural design a om- 
é spne} th your « a on yingl artistic taste with practical every same time other full page ad- 
bi farm you “can set ’ wy th fu With t dors Tes} o 7 h 
% dozens, sometimes by the hundreds and jun rd quietly Che never as vertisements appear in the 
¥ big buildings by the thousands... Everyon my 23 1 Milady"Sfe wel bo Architects’ and Builders’ 
f oo inge ce here = i Hir nd “But ita’ pury Magazines. These impress 
inmge m Ing is tim) nye uselu re te er ~ . ‘ > 
nest ig UniversalcaT he ‘Me Kinney Manufac- ‘ ‘| eth tere antee the big class of hinge buyers 
turi ht hie any at fon P va . with the importance of using 
reais t wn des med their ou will tind at ast one sf 
why hinge fi ro. It asta i loc we selling ‘thetMcKinney~ |! standard hinges and butts— 
; tne o lo dealer is proud his store us McKis those stamped with the name 
the a mark of unexcelled quarters . ; 
us ; , ““McKinney.”’ Make this 
So when you; po »tal buy rementbe the name ° . 
o Ai McKinney. See,thatitiappearstor advertising work for you 
49 echon « ve 
bRemember, hinges make doo ors possible ee bare Talk McKinney! 
McKinney Hienes Mckinney Service will be your, reward! 























4 











The Big pc 


This is an important time of the 
year for hinge selling. New build- 
ings are in progress—almost ready 
to swing into active use. The ques- 
tion of hinges is a timely one. 
So is the McKinney Advertisement 
reproduced above. 

McKINNEY MANUFACTURING CO., 


Pittsburgh 


McKinney Hinges and Butts 
have been on the market for fifty 
years. They are the standards. A 
big National Advertising Campaign 
has impressed this fact upon the 
nation. Be sure you are ready to 
talk McKinney to your customers. 


WESTERN OFFICE, State-Lake Bldg., Chicago 


Export Representation 


Also manufacturers of 
McKinney garage and 
farm building door- 
hardware, furniture 
hardware and McKin- 
ney One-Man Trucks. 


MCKINNEY 


flinges and Butts 
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Products Being 


Hecla Washing Machine 


The Hecla Washing Machine is a 
new device offered by the Moers- 
Wright Co., New York, that enables 
the user to wash and rinse an auto- 
mobile, windows, porch, the deck of a 
boat, and also can be used for disin- 
fecting rooms and chicken coops, or for 
spraying rose bushes, vegetables 
shrubbery, fruit trees and the like. 

It consists of a small copper-plated 
tank, light enough to be handled with 
ease. With the aid of an ordinary 
garden hose, the tank is connected to 
any water supply. The nozzle of the 
hose is removed and the union screwed 
to the machine. In one compartment 
the soap is placed, or if for disinfect- 
ing purposes, the disinfectant is placed 
in the compartment. No particular 
soap or disinfectant is recommended, 
but it is suggested that a soft soap be 
used, in preference to the hard va- 
riety, as it is found to be an aid in 
bringing quicker results. A valve at 
the top of the tank allows complete 
control of the flow, it enables the user 

















Hecla Washing Machine 


to regulate the mixture of soap and 
water, so that more or less water or 
soap may be used at will; after the 
soapy water has been applied, the valve 


OV 
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Placed on the Market by Hardware Manufacturers 


may be turned over to permit a flow of 
clear water. The speed with which the 
watec flows may also be controlled. 

When disinfecting or _ spraying 
plants, the solution is controlled in 
the same manner. 

It is claimed for this device that all 
soap or disinfectant put in the ma- 
chine is used; in other words, there is 
said to be no waste of material when 
the Hecla machine is used. 

In washing an automobile it is 

















End View of Machine Showing Soap 
Compartment and Control Dial 


pointed out that the old method of 
using a sponge and a pail is improved 
upon, for by that method, even with 
the best of care the sponge is likely to 
pick up grit which may be ground into 
the paint, causing ruin of the glossy 
coat. 


Supreme Blow Torch 


The Supreme Blow Torch is a vest 
pocket size torch offered by the Van- 
dam Specialty Co., Grand Central 
Palace, New York. 

It operates with denatured alcohol, 
and is intended for the use of mechan- 


ics, automobilists, electricians and home 
tinkers, who desire an inexpensive blow 
torch. 

It is claimed that it is ready for im 

















Supreme Blow Torch 


mediate use, giving an instant inten- 
sive heat and a blue, sootless flame 


New Jack Knife 
A new jack knife has been added to 
the line handled by George Walter Da 
vis, 258 Broadway, New York. 
This new knife is made in both iron 


and brass lining. The handle may be 
had in either smooth black polished 





New Jack Knife 


fiber or celluloid. It is furnished with 
glaze or full crocus polished blades 
Three steel rivets hold the knife in- 
tact. 

The knife is made by the Liberty 
Knife Co., New Haven, Conn. 

It is claimed that prompt deliveries 
can be made through the selling agent 


Reading matter continued onfpage 120 
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Think of the Homes 


in Your 
Community ! 


HINK of the doorways in 
those homes. Think of the 
high reputation for val- 
uable suggestion and the won- 
derful business prestige you can 
build up; think of the beauty, 
convenience and economy you 
can impart to those homes, by 
putting into their doorways— 


RICHARDS-WILCOX 
SLIDING HOUSE DOOR HANGERS 


The dining-room doorway in the illustration is only one example of a 
happy application of R-W House Door Hangers. 


Closed, this doorway gives the artistic appearance of French doors. Note 
how the glass paneling harmonizes with the glass paneling of the cabinet 
doors. 

Open, the door is out of the way and out of sight. Imagine what an ob- 
struction an open swinging door would be on this doorway. 











The pantry door illustrated is another 
example of a difficult problem solved by 
R-W House Door Hardware. 


There are others; closet doors—parlor 
doors—hall doors. 

A direct mailing campaigiy on R-W 
House Door Hangers among the builders, 


architects and home owners in your com- 
munity would be profitable to you. 


We will furnish you illustration inserts 
and suggestions. 
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Gem Gasoline Gauge 


The Gem gasoline gauge, made by 
the Gem Stamped Steel Co., Boston, 
Mass., takes the place of the filler cap. 

It is constructed of metal, with a 
nickel plate head. A brass float on a 
straight ribbon in a spiral tube, rises 
to the gasoline level, causing the arrow 
to indicate on the dial the contents of 
the tank. The dial is radium illumi- 
nated and may be read in the dark. 

The gauge is made to fit all Ford 

















Gem Gauge 


models, and also the “490” and “Baby 
Grand” Chevrolet. 

Dealers are furnished with a display 
carton that contains one dozen gauges. 


Brookins Explosion Whistle 


The Brookins Manufacturing Co., 
Dayton, Ohio, is making an explosion 
whistle that operates only on the ex- 
haust, thus no compression is lost 
through its use. 

In general appearance this whistle 
resembles the familiar type of explo- 
sion warning signal. It is said to be 
simple to install. It takes the place of 
any pet cock. If the car has not pet 
cocks, a priming spark plug, or an 
adapter obtainable from the maker may 


+ 
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be used successfully. A wire is strung 
from the whistle through the instru- 
ment board, up to the steering wheel. 

















Brookins Whistle 


A slight pull of the wire will start the 
signal. 

It is claimed that the spring and ball 
check valve instantly and automatically 
closes after the full exhaust blows 
through the whistle, this feature pre- 
vents possible spoiling of the mixture, 
such as would happen if air leaked into 
the cylinder before the next explosion. 


Illinois Wind Shield Hinge 

The Illinois Automatic Wind Shield 
Hinge is made by the Illinois Brass 
Co., Chicago, III. 

The hinge is made of steel stampings, 





Illinois Wind Shield Hinge 


and all parts are said to be uniform. 
The housing cap is cast of aluminum, to 








prevent the steel springs and steel balls 
from rusting. The interior working 
parts consist of six medium steel com- 
pression springs and six steel balls. 
The hinge is finished in black enamel. 
A pair of hinges are packed in a box. 

The locking and releasing of the 
shield, with an Illinois hinge, applied, 
is automatic. It is necessary to push 
or pull the shield to the desired angle 
and it will of its own accord stay in 
place. 


Alvo Four Range Light 


The Alvo Co., Ashland, Ohio, has de- 
veloped a new headlight to help meet 
the varying needs of the modern mo- 
torist. 

The headlight is the Alvo Four Range 
Light. It is equipped with two reflect- 
ors, one above the other. The first 
range is provided by the main, or up- 
per reflector, which is said to throw a 





Alvo Light 


circular beam of light in the same way 
as an ordinary headlight. The acces 
sory or lower reflector is cut off by a 
horizontal shield, which hides the lamp 
from view, and eliminates glare. This 
second range is considered by the man- 
ufacturer to be a big feature for it is 
claimed that it allows the motorist to 
drive at a good average speed while 
conforming to the regulations against 
glare. It is also said of this reflector 
that the traffic and road ahead are in 
full view. At 175 feet the beam cast 
is said to cut off at 42 inches. 


Reading matter continued on page 122 
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THE SPECIAL FEATURES 


which enter into the construction of the HERCULES Giant line of spark plugs are not ex- 
They are practical mechanical achievements, serving in each instance a positive, 


periments. 
definite purpose, and overcoming some inherent or latent weakness of average design. Hun- 


dreds of thousands of HERCULES spark plugs carrying these features are demonstrating 
day after day the superior merit of design, workmanship and material which enter into their 


assembly. 
Eclipse Manufacturing Co. Indianapolis, U. S. A. 














Notes of the Retail Hardware Trade 


AuGustTA, GA.—The Bowen Bros. 
Hardware Company has opened a store 
at 829 Broad Street, where a whole- 
sale and retail stock of automobile ac- 
cessories, electrical household special- 
ties, builders’ hardware, baseball goods, 
fishing tackle, mechanics’ tools, etc., 
will be carried. 

3LUE. ISLAND, ILL.—The Hoffman 
hardware store at 1920 Monterey Ave- 
nue, has changed hands, and is now 
owned by William Hoffman and Willys 
A. Higgins. New fixtures will be in- 
stalled, and the stock increased. Cata- 
logs requested on chinaware and a gen- 
eral line of tools. 

BLOOMINGTON, INpD.—C. C. Small- 
wood has purchased the hardware busi- 
ness recently conducted by G. C. Davis. 

ZIONSVILLE, IND.—The Shrontz hard- 
ware stock has been bought by the 
Armstrong Hume Company, which re- 
quests catalogs on a general line of 
hardware. 

MAGNOLIA, IowA.—Hanneman Bros. 
have disposed of their stock to Cox & 
Lough. 

LEXINGTON, Ky.—The stock of the 
Hay Hardware Company, 139 West 
Main Street, has been increased to 
$40,000. 

FAIRMONT, MINN.—Tanner and 
Hartman have commenced business 
here, handling a line of the following, 
on which they request catalogs: Base- 
ball goods, bicycles, buggy whips, 
builders’ hardware, building paper, 
children’s vehicles, churns, cutlery, 
dairy supplies, electrical household 
specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, hammocks and 
tents, heating stoves, heavy hardware, 
home barbers’ supplies, linoleum, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, tin shop, 
wagons, buggies and washing ma- 
chines. 

PARK Rapips, MINN.—Charles W. 
Wilkins has sold his stock of imple- 
ments to G. A. Monnie & Sons. 

SoutHWEsT City, Mo.—The McDon- 
ald Hardware Company has_ been 
incorporated with a capital stock of 
$25,000 to conduct both a_ wholesale 
and retail business. The _ incorpora- 
tors are C. Harrington, W. J. Boke, L. 
P. Kemper and others. The lines 
handled will consist of the following, 
on which catalogs are requested: Au- 
tomobile accessories, belting and pack- 
ing, bicycles, buggy whips, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass, 
dairy supplies, dog collars, dynamite, 
fishing tackle, furnaces, furniture de- 
partment, galvanized and tin sheets, 
gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm 
implements, heavy hardware, iron beds, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, pre- 
pared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing ma- 
chines, shelf hardware, wagons, bug- 
gies and washing machines. 


BOZEMAN, MONT.—The Oliver-Stout 
Implement Company, operating a 
branch store at Belgrade, has been in- 
corporated by R. B. Oliver, J. A. Stout 
and R. L. Oliver. The new company 
will deal in cream separators, gasoline 
engines, heavy farm implements, re- 
frigerators, wagons, buggies and trac- 
tors. The capital stock is $20,000. 

GENEVA, NeEB.—Frank A. Hafer, 
owner of the W. C. Peterson hardware 
stock, requests catalogs on bélting and 
packing, buggy whips, children’s ve- 
hicles, cream separators, dairy sup: 
plies, electrical household specialties, 
gasoline engines, heavy farm imple- 
ments, heavy hardware, lubricating 
oils, mechanics’ tools, poultry supplies, 
refrigerators, toys, games, wagons, 
buggies and washing machines. 

Mayrwoop, Nes.—Chas. W. Hall, suc- 
cessor to Ralp Peterson, requests cata- 
logs on automobile accessories, base- 
ball goods, bathroom fixtures, buggy 
whips, builders’ hardware, churns, 
cream separators, cutlery, dog collars, 
dynamite, electrical household special- 
ties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, 
gasoline engines, harness, heating 
stoves, heavy farm implements, heavy 
hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing depart- 
ment, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, 
tin shop, toys, games, wagons, buggies 
and washing machines. 

GENESEO, N. Y.—F. G. Batchellor & 
Co. have purchased the hardware stock 
of the Youngs Hardware Company and 
the implement stock of Snath & White. 
30th stocks will be consolidated, and 
the store on Main Street enlarged to 
double its present capacity. Catalogs 
requested. 


WarsAw, N. Y.—The 


Ballintine 
Hardware Company is now occupying 
its new store on Buffalo Street. 


GACKLE, N. D,—Borth & Amon, who 
are purchasers of the Ruff Bros. & Co. 
implement stock, request catalogs. 

BELLAIRE, OHIO.—The Rennie-Key- 
ser Company has been incorporated to 
deal in automobile accessories, baseball 
goods, buggy whips, builders’ hard- 

yare, electrical household specialties, 
harness, heating stoves, heavy farm 
implements, heavy hardware, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roof- 
ing, ranges and cook stoves, refrigera- 
tors, shelf hardware, wagons, buggies 
and washing machines. The capital 
stock is $75,000, and J. C. Rennie, M. 
C. Rennie, H. B. Keyser and C. W. 
Miller are the incorporators. 

STEUBENVILLE, OHIO —The Steuben- 
ville Hardware & Supply Company, 
doing both a wholesale and retail busi- 
ness, has increased its capital stock 
from $175,000 to $300,000. 

FREDERICK, OKLA.—The Norman 
Hardware has purchased a hardware 
business here, and requests catalogs on 
automobile accessories, baseball goods, 
bieye buggy whips, builders’ hard- 
ware, 
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separators, crockery and glass, cutlery, 
dairy supplies, dog collars, electrical 
household specialties, fishing tackle, 
gasoline engines, hammocks and tents, 
harness, heating stoves, heavy hard 
ware, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
pumps, ranges and cook stoves, shelf 
hardware, silverware, sporting goods, 
toys, games and washing machines. 
The new owners have put in a plate 
glass store front, Warren shelving, 
lighting system, ete. 

ESTELLINE, S. D.—Horsville’s Hard- 
yare has opened a hardware store. 


KENNEBEC, S. D.—The Williamson 
Hardware Company has sold its stock 
to Germak & Payne, who request cata- 
logs on a general line of hardware, 
harness and farm implements. 

OnwA, S. D.—Charles Jack and W. 
O. Smith have formed a partnership 
under the name of Smith & Jack. They 
will carry a stock of the following, on 
which catlogs are requested: Auto- 
mobile accessories, baseball goods, 
bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s ve- 
hicles, churns, cream separators, cut 
lery, dairy supplies, dog collars, elec- 
trical household specialties, fishing 
tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy 
hardware, home _ barbers’ supplies, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing depart- 
ment, poultry supplies, pumps, ranges 
and cook stoves, sewing machines, shelf 
hardware, silverware, sporting goods, 
tin shop and washing machines. 


PARKSTON, S. D.—The implement 
business of Lobe & Leischner is now 
owned by Keiper & Gimbel, who re- 
quest catalogs. 

COLVILLE, WASH.—The Haun Bros. 
Implement Company has bought the 
stock of E. E. Bridgman. 


ALMOND, WIs.—H. F. Karnopp has 
bought the interest of C. E. Darling in 
the firm of Karnopp & Darling, and 
requests catalogs. 

HARTLAND, WIs.—E. M. Fuller, who 
is purchaser of the stock of William M. 
Schwager, requests catalogs on auto- 
mobile accessories, belting and packing, 
bicycles, builders’ hardware, churns, 
cream separators, cutlery, dairy sup- 
plies, dog collars, electrical household 
specialties, fishing tackle, furnaces, 
galvanized and tin’ sheets, heating 
stoves, heavy hardware, home _ bar- 
bers’ supplies, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, ranges 
and cook stoves, refrigerators, shelf 
hardware, silverware, tin shop and 
washing machines. 

BURLINGTON, Wis.—The Kruckman 
& Glaser Hardware Company has in- 
creased its capital from $12,000 to 
$50,000. 

LADYSMITH, Wis.—The R. J. Sands 
Hardware Company, Inc., has been in- 
corporated with a capital stock of $60, 
000, by.Ida N, Sands, C. A. Sands and 


ildren’s vehicles, churns, cream ’ 8S. L. Chicker. 








